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A manufacturer of grave vaults using wide sheets 

wrote —“Permit me to compliment you on the 

material recently furnished us. In every respect 
your material was just a little better than that others have 
been able to furnish” 


The forman of a plant manufacturing railroad cars 

and a heavy user of hot rolled sheets of various 

sizes stated —“This is the finest material that ever 
came into our plant. It was beautifully packaged, the surface 
was excellent, the sheets were flat and they fabricated and 
formed perfectly”. 
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A maker of switchboards using various sizes of 

hot and cold rolled strip which is stamped, formed, 

punched and welded told us —“There has been a 
noticeable improvement in quality since the material we get 
from Republic is being rolled on the 98-inch mill”. 


A fabricator of heavy hot rolled, mill run cold 

rolled and stretcher leveled cold rolled sheets re- 

cently wrote—“We are pleased to let you know 
that these sheets are the best we have received and are praised 
by our men. We want you to know this, for oftentimes folks 
are apt to complain rather than to praise”. 


Coming from users of so many products, these comments prove that you 
do not have to be a user of maximum width sheets to take advantage, in 


your plant, of the orchid-earning qualities rolled into all the products of 
the Republic Wide Continuous Mill. An order will prove it. 
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A belt that led with its chin 
always took the count 


A typical example of Goodrich development in rubber 


N MINES, quarries, manufacturing 

plants, miles of conveyor belts of 
rubber and fabric are turned by pulleys, 
to transport material cheaply. But what 
happened at the point the materials 
(huge rocks, for instance) were dumped 
onto the moving belt? The belt took 
a terrible beating. Held rigid by the 
supporting pulleys, the belt had to ab- 
sorb the blow—and naturally wore out. 

All sorts of devices were tried to let 
the belt pass on the impact, but none 
was successful. 

Then Goodrich engineers had an 
idea. They had developed a new kind 
of spring for street cars, able to carry 


enormous loads smoothly. Why not a 
rubber spring for the pulley supports 
beiow a conveyor belt? The pulley 
would then be floated on a rubber 
spring, and the belt could pass on its 
blows to this spring, which would 
absorb the impact. 

Goodrich tried it. Tests show that 
this new development increases a belt’s 
resistance to impact 4 times, and can 
increase the life of the belt as much as 
10 times! Goodrich Shock Impact 
Idler Mountings are now at work, 
saving money for users of conveyor 
belts, reducing handling costs per ton. 

This is typical of the results of 


Goodrich research — developmen 
ing made constantly in the 32,00( 


we make are applied to all othe 


the line, so that when you 
Goodrich belting, hose, rolls, tai 
any other Goodrich product y 
know you are getting all the b 
in long life, improved servic« 
maintenance which this Goodri 
provement program makes px 
The B. F. Goodrich Co., Mecl 


Rubber Goods Division, Akran. ‘ 
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Established 1915 as “The Purchasing Agent” 
Consolidated with “The Executive Purchaser”’ 
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PURCHASING is an independent journal, not the official organ of any association. It is the only 
publication of national scope devoted exclusively to the interests and problems of the purchasing 
executive in industry and government. 
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To reach likely sources of supply and to test 


every promising possibility .. . directly, rap- 
idly .. . use Long Distance telephone service. 

Long Distance is ideal for buying because it 
permits tactful questioning . . . allows 
price discussions . .. assures clear under- 


standing on credit and delivery terms... 
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facilitates quick decisions . . . makes possible 
immediate commitments. In short, it enables 
you to approach your purchasing problem 
from every angle. 

You'll find that its systematic use pays 


for itself, time and again. In addition, it 
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© builds good will through personal contact 
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utility value to purchasing agents. 


Yours on ERequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the following pages. 
to us, they have been selected by the editors as having greatest interest and 


From among the many submitted 


\| To obtain copies, simply fill in and mail coupon at the bottom of this page. 


65 Catalog No. 82 of the Ludlow-Saylor Wire Co. is 

=» a complete treatise and reference book on wire 
cloth and woven wire screens in all grades and weaves, of all 
commercial metals and alloys, and for all purposes. Its 72 
pages, conveniently assembled with plastic spiral binding, con- 
tain a wealth of information on the selection and characteristics 
of standard and special constructions, illustrations, and dimen- 
sional tables. Featured is Super-Loy, an economical steel for 


heavy-duty applications 
670 The proper sealing of packages with the correct 
« gummed tape applied skillfully has its benefits 
in both efficiency and economy. ‘Helpful Hints on Sealing 
Methods” is the title of a 4-page folder being offered by Moore & 
Thompson which gives much information on this subject. 
72 l The new sample book of thin papers just completed 
« by Esleeck Mfg. Co. contains samples for use as 
record forms, letterheads, copies, advertising, legal documents, 


air mail, branch office and foreign correspondence. It contains a 
variety of samples of weights, finishes and colors, and grades 


ranging from 25% to 100% rag content 
722 A comprehensive 106-page 8'/2” x 11” loose-leaf 
e catalog recently issued by Pulmosan Safety Equip- 
ment Co. covers virtually all industrial safety equipment require- 
ments. Some of the numerous products illustrated and described 
are respirators of all types and for all purposes, hoods, helmets, 
masks, goggles, gloves, welding shields, safety ladder shoes, 
leggings, aprons, inhalators, fire-fighting equipment, first aid kits 
and supplies, safety shoes, foot guards, safety belts, salt tablets, 


etc 
726 A 12-page combination catalog, manual, and price 

«s list on Apex-Phillips screwdrivers and bits for 
electric, air, and spiral drivers is offered by the Apex Machine & 
Tool Co. Designed to supply purchasing agents, tool supervi- 
sors, and production engineers with detailed information regarding 
drivers for Phillips recessed head screws and slotted head screws, 
two tables are given for determining the correct bit size for Phil- 
lips wood, machine, and sheet metal screws and stove bolts and 
for flat, oval, binding and round head slotted screws. Power 
bits are illustrated for 32 makes and styles of power drivers as 


well as hand drivers 
747 The Stein-Hall Manufacturing Company is now 
« Offering reprints of a recent paper prepared by Mr 
J. V. Bauer of that company, on “‘Adhesives for Corrugating.”’ 
The paper discusses the Olsen compression test as a means of 
measuring the strength of the finished box, the effective use of 
adhesives in box making, and recent adhesive developments such 
as the introduction of special acid reacting starch adhesives and 
the new types of sealing and box tapes. 


PURCHASING, 11 West 42nd St., New York, N. Y. 
I wish to receive the following literature: 


Numbers: 


757 You can save money and get better results by 
» knowing the correct grade of thin paper to specify 
for various office and factory uses. Valley Paper Company’s 
“Thin Paper Efficiency Chart’? gives this complete time-and- 
money-saving information. The chart fits under desk glass or 


can be hung on the wall for easy reference. 
76 l The refinement of valve designs to match specific 
» needs of each service condition has of necessity 
resulted in complicating the task of valve selection. Recognizing 
this fact, Crane Company has issued an 8-page folder entitled 
“Service Characteristics of Globe Valves and Gate Valves—How 
to Pick the Right One Every Time,’’ which, as the name implies, 
is designed to help the user select the proper valve for his par- 
ticular service. Two charts in addition to many cutaway dia- 


grams assist in this purpose. 
7 65 It is always of advantage to know where a product 
» desired is available. It is with this in mind that 
the American Chain & Cable Co., Inc. have prepared a 12-page 
booklet listing the principa] products of the several divisions of 
the company. ‘Two pages of the booklet are devoted to an alpha- 
betical products index, the page numbers of which refer to the 
company division manufacturing the product. Also listed in 
convenient form are the sales offices and their addresses. 
An interesting 24-page booklet which has as its 


166. keynote, perfect shipping, is that published by 
Signode Steel Strapping Co. giving many helpful hints and sugges- 
tions on shipping problems. Articles on shipping practices and 
methods are included and the many fine photographs vividly 
portray the results of both good and bad packing. 


772 A new series of alloy data charts designed to per 
» mit a quick easy selection for the proper heat 
treatment for your job has recently been developed by Peter A 
Frasse & Co., Inc Each alloy bar shipment is accompanied 
by a chart listing physical properties obtainable at drawing 
temperatures from 800° to 1,300°, at 100° intervals, for both the 
low and high side of the steel’s carbon content. In addition, 
the effect of increased mass (up to 5” dia.) is shown for the 
] 


1 OOO araw 
775 Written as an absorbing human interest story, 

« the 26-page booklet prepared by Old Town Ribbon 
& Carbon Co., Inc. presents a fund of knowledge for all who 
purchase or use ribbons and carbons. It deals with the two 
elements of graphic production from which most is required and 
about which least is generally known—typewriter ribbons and 
carbon papers. Many illustrations exemplify the subject 
matter 


776 The new and attractive 24-page special summer 
» gift booklet prepared by L. & C. Mayers Co. fea- 
tures gifts for brides, graduates, anniversaries, and other 
special occasions. The booklet also includes trophies for all 
sports, a number of new vacation and picnic items, and new 
wedding and engagement ring styles. Brief and concise descrip- 
tions as well as list and net prices accompany each of the items 


all of which are clearly illustrated 
779 Recently developed by the Rhinelander Paper 
» Co. is anew translucent product called “‘Lamiluxe” 
which consists of laminated sheets of pergamyn. Samples of 
this sturdy light-weight material are being offered. Also, in 
an effort to broaden the present field of application, the com- 
pany is offering four prizes consisting of $100, $25, $15, and $10 
to purchasing agents (see page 53) suggesting the most practical 
new commercial uses for the product. Some of the present uses 
include jumbo replicas, transparencies, illuminated dials, back 
lighted displays, and lamp shades. 


Additional listings on pages 6 and 8) 
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A NEW CATALOG 


No. 18 





A catalog and handbook of valuable 
information and Tables; designed to simplify the selec 
tion of the right TAP or DIE for any threading job 


Sent FREE if requested on company letterhead. 


THE WINTER BROTHERS CO. 


MAIN FACTORY: WRENTHAM, MASS. - . 
BRANCH FACTORY: DETROIT, MICH 


A Division of the 


National Twist Drill & Tool Co. 
Detroit, Michigan 














utility value to purchasing agents. 








Yours on lKequest 


Purchasing agents will find it well worth their while to read the publications 
reviewed on this and the preceding pages. 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


From among the many submitted 

















80 A new cleaning material has been developed by 
7 s Oakite Products, Inc. by means of which polishing 
compounds, grease, smut, oil, and dirt are removed from polished 
steel before plating, in one operation. The May-June issue of 
the house organ, ‘‘Oakite News Service’’ gives complete detailed 
information on the uses and advantages of this cleaning material 
in an article titled ‘‘The Cleaning of Polished Steel Before Plat 
ing.’’ Microphotographs aid in explaining the subject matter 
8 § ‘Airkool’’ is a new die steel recently produced by 
Z Crucible Steel Company of America, described 
in a convenient 4-page folder offered by the company. In 
addition to ease in heat treating, the steel offers properties of 
easy machinability, extreme toughness and resistance to: warp- 
age or distortion. In addition to other information on the new 
steel, the folder gives much factual detail such as machinability, 
toughness, size change, analysis, annealing, and hardening 
In an effort to answer such questions as ‘‘What 


782. are these modern plastics? What can they do for 


me? Which type will help me most?’’ The Bakelite Corporation 
has prepared a colorful, 16-page illustrated booklet entitled 
‘New Paths to Profits,’’ which is designed as a businessman’s 
guide to modern plastic materials. It explains in non-technical 
language the properties and applications of various types of 
plastics and shows how they are revolutionizing product design to 
increase sales and cut production costs. Among the plastic 
materials discussed are the cast resinoids, laminated materials, 
paints and varnishes based on Bakelite resins, heat hardenable 
lacquers and cements, resinoid bonding materials, and phenolic 


and urea adhesives for plywood bonding 
783 “Belting Biographies,’’ a 36-page booket describing 
» the company’s complete line of transmission and 
conveyor belts, has just been published by the Mechanical Goods 
Division, United States Rubber Co. Instead of merely catalog 
ing the various belting products in conventional style, the booklet 
shows case histories, dramatically illustrated. These depict 
installations, large and small, and in industries ranging from the 
manufacture of spaghetti to heavy mining and industrial opera 
tions. In addition, the booklet contains much technical in- 
formation, including data on the selection of the proper belt, 
installation, speed of operation, pulley size, tension, carrying 
capacity, etc., as well as numerous types of transmission drives 
and conveyor layouts, together with suggestions for improving 


belting methods. 
784 Bulletin L-212, offered by the All Steel Welded 

» Truck Corporation, is devoted to a recent develop 
ment in the material moving equipment line, an all steel welded 
truck with smooth surface turned down at the sides 3” and sup 
ported by a minimum of seven channels, thus allowing use of a 
light gauge deck yet giving strength rhe bulletin contains 
cross section sketches showing important construction features 
as well as angle illustrations showing bottom, sides, etc 
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PURCHASING, 11 West 42nd St., New York, N. Y. 


I wish to receive the following literature: 


Numbers: 


785. handsome, leatherette covered, wire-bound, 


a cats log of marking devices has just “i re 
leased by the Dickey-Grabler Company. A total of eighteen 
different products such as steel and brass stamps, stencil ma- 
chines, metal tags and plates, electric burning brands, metal 
signs, and einstcine devices for distillers and wineries are shown 
in the well illustrated catalog. Detailed specifications and price 


lists accompany each of the items included 
786 Santa Claus is making a surprise summer visit to 
© merchandising executives in the pages of a booklet 
“Christmas Packaging,” issued by The Hinde & Dauch Paper 
Co. The 16-page booklet comes as a timely reminder that now 
is the time to plan special packages for merchandising products 
during the Christmas shipping season. Samples of holly and 
linen patterns and embossed surfaces are affixed to the various 
pages of the book. Halftone reproductions of successful Christ 
mas packages show previous festive packaging. Improved pro 


esses and techniques are described and illustrated 
787 Many losses result from careless inefficient packing 
» and shipping. In a profusely illustrated 22-page 
booklet prepared by Acme Steel Co., “Stopping Profit Leaks 
Beyond the Production Line,’”’ the causes of excessive packing 
and shipping cost and the methods for eliminating those costs are 
described [he numerous clear-cut illustrations show applica 
sions of the steel-strap to practically every type of product ship 
ped in boxes, crates, cartons, bundles, or on skids 


788. The 1939 edition of the ‘‘Operators Handbook’’ 

published by the B. F. Goodrich Co. is designed to 
provide information for commercial tire users. The handy, 
pocket-size, 96-page tire reference booklet contains a general 
discussion of tire problems and the main features of tire build 
ing for the commercial field, 24 pages of description of the com- 
pany’s line of truck and bus tires with complete specifications, a 
section on farm service tires with a new table giving air pres- 
sures for tires used on tractors and farm implements, and many 
tables on load ratings, inflation pressures, tires, rims and dual 
spacing, load and service diagrams, and tables on weights and 
measures of various commodities and materials. Numerous illus- 


ations elucidate the subject matter 
289. to belting and V-belt drives is a 6-page 

folder issued recently by the Chicago Belting Co 
Such fe res ol texrope ”’ drives as readily reversible, moistur 
dirt ee re proof, 15 to 25% variation in speed, and continuity 
of operation are brought out In addition the booklet includes 
much useful information on sheaves and their use Detailed 
illustrations of actual applications portray many of the advair 
tage described 


790. ; . w and larger edition, comprised of 144 pages 

the new catalog just issued by Winter Brothers 
Co. Data on ‘the ir complete line of taps, dies, and screw plates 
is given together with useful shop information and commercial 
standard tables frequently referred to by mechanics. Attra 
tively bound in black cover with silver lettering, it provides a 
handy and informative reference book 


79 l. \ well illustrated 6-page folder has been prepare 

by the Dumore Company which gives informa 
tion on a powerful hand grinder manufactured by the compan 
which is powerful enough to handle tough jobs yet handy enoug! 
get into tight places. The ideal tool for off-hand grinding or 
pots hing large and irregular work of all kinds, the folder giv 
detailed specifications and other pertinent information 


792. handsome 140-page catalog giving complet 

ois and prices on the extensive lines of taps, 
gauges, rolling dies, tap maintenance equipment, threading tools, 
et las just been released by Detroit Tap and Tool Co. Th 
leatherette covered ‘‘swing-o-ring”’ bound catalog also includes 4 
ection on grinding of threaded production parts such as wor! 
lead screws, studs. ete 
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= | | BOX CAN MOVE MERCHANDISE 


ae Do you know your shipping box can become a master 
eee tems salesman? With a staff of creative artists, designers and 
trae engineers, H & D offers you a shipping box that protects 

your product in transit, advertises it throughout distribu- 
cial tion, displays it in the retail store, attracts attention, 
orma increases sales. Yes, it’s a big order for a shipping box, but 
<i Send for FREE Portfolio hundreds of manufacturers are receiving these services 


nougli 
every day. Better investigate. Ask for free booklet. 


ing ot You'll get plenty of ideas from “IDEAS 
gives for Corrugated Shipping Boxes.” De- 

scribes notable successes in the field THE HINDE & DAUCH PAPER COMPANY 
nplet of packaging. Free for the asking. 3923 Decatur Street, Sandusky, Ohio 
taps, 
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3 The new Joseph T. Ryerson & Son stock list and 
79 « steel data book includes a detailed listing of the 
many new products and sizes recently added to standard stocks of 
steel products, and gives weights, length, cutting data, and other 
pertinent information of interest to the steel purchaser and user 
A number of mechanical improvements have been made in the 
book itself: visual tab index dividers, eye conditioned paper, 
mechanical binding, and many other innovations incorporated 


for quicker and more convenient use 

O94 Describing. in an interesting manner the principles 
Zz « and history of gaseous tube lighting is found the 4 
page folder entitled “Answers to Questions About the Rare 
Gases” offered by the Air Reduction Sales Co. Included are 
several charts dealing with the reduction of air, boiling points of 
liquid atmospheric gases, and colors obtainable through the use 
and proper relation of different gases, mercury and sign tubing 
The introduction of fluorescent tubing and its effect on the sign 
tube industry is covered in another section, together with informa 
tion on each of the rare gases and mixtures thereof 


795. A most interesting pocket-size 18-page booklet 

has been prepared by the Macwhyte Company on 
wire rope. Entitled ‘‘Life Hangs by a Thread,” the booklet 
clearly points out how jmportant to the lives and safety of mil 
lions on elevators, bridges, lumbering and mining operations, 
etc., it is for every strand of a-wire rope to be perfectly made and 
woven into the whole? Many pages of the booklet are devoted 
to an interesting explanation of the method of manufacturing 
perfect wire rope, from the fabrication of the strand to the 
building of the rope. Many illustrations show numerous opera 


tions in progress ‘ : ‘ 
796 An application chart issued by the:-Laminated Shim 
«s Company, Inc., gives*a comprehensive survey of 
proved applications for laminated shims or shim stock. The 
applications listed are arranged for easy reference and generous 
illustration, of installation methods adds value to the chart as a 
handy guide. Withit theshim applicationscan be easily checked 
to ascertain whether or not full advantage of the use of laminated 
shims is being taken throughout all machine assemblies or servic 


ing. The chart is based on acttial installation records 
797 Containing more. than 350 pre-tested “Advertising 

« Specialties that Build Sales,” L. F. Grammes & 
Sons’ catalog clearly portrays a complete line of metal items for 
all types of businesses.” Included is a comprehensive showing of 
calendars, desk-items, gauges, rulérs, charts, emblems, badges, 
signs, and numerous other: articles ‘of utility that influence 
sales and create good will. Also dramf&tically illustrated are a 
few of the many other types of products manufactured by the 
company 


. 
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Yours on Request 


Purchasing agents will find it well worth their while to read the publications 
eding pages. From among the many submitted 
to us, they have been selected by the editors as having greatest interest and 


To obtain copies, simply fill in and mail coupon at the bottom of this page. 


798 Illustrating representative groups of wood screws, 
« machine screws, stove bolts, thread-forming sheet 
metal screws, and special parts and fastenings is the 6-page 
folder offered by the Continental Screw Co. Both the Phillips 
recessed head and the slotted head screws and bolts are shown, 
and a comprehensive listing of Holtite products for every purpose 
given 


799. A new 32-page catalog published by the Morse 

C ‘hain Co. contains complete engineering data, in- 
stalling and operating information, and recommended applica 
tions for their entire line of flexible couplings, silent chain coup 
lings, roller chain couplings, ‘‘Morflex’’ couplings, radial couplings 
and universal drive shafts. Detailed specification tables and 


prices are included 
800 An entertaining and informative 28-page booklet 
» on tapping has been prepared by John Bath & Co., 
giving much practical information in regard to the uses and 
selection of the correct taps and machine condition for threading 
different types of material. The information is outlined in the 
form of ‘‘Nevers’’ for tapping, and the many humorous cartoons 
cleverly symbolize the various conditions under which taps are 
used 


8Ol. Che Strathmore Family of staple papers, compris- 
ing a popular quartet of ‘‘Bond,”’ ‘‘Fairfield,”’ 
‘Text,’ and ‘“‘Cover,’’ is presented in the form of a compact, 

unified handbook prepared by the Strathmore Paper Company 

Eye-appealing, practical color selectors indicate the extensive 

range of shades. Surfaces, sizes, and envelopes are also well 

illustrated. A ‘‘Price and Data Book”’ is enclosed to speed and 
simplify estimates 


802 [he comparatively new light source, fluorescent 
«s lighting, with its daylight qualities, low current 
consumption, and low heat radiation, has demanded improved 
fixtures of all types to fit all conditions which will accommodate 
these lamps to the fullest advantage. A 24-page illustrated 
catalog is now being offered by Day-Brite Lighting, Inc. showing 
the lighting fixtures available including the many new develop 
ments in this field, giving specifications and detailed information 
A complete price list is included in a cover pocket 


803. Chas. M. Higgins & Co., Inc., has announced the 
release of a series of educational pamphlets entitled 
“Higgins Correlative Projects.’’ These projects are aimed at th 
educational and hobby fields and are* outstanding in that they 
constitute a completely creative consumer service. The sub 
ject matter dealt with in these pamphlets are: map and chart 
making; paper decorating; portfolio making; textile designing 
spatter and air-brush work; object decorating; and book binding 


804 Virtually an encyclopedia of casters and wheels, 
» the 192-page manual issued by the Darnell Cor 
poration lists and describes practically every type of caster avail 
able, ranging from furniture casters to heavy duty industrial 
casters Each item listed is well illustrated and cut-away draw 
ings clearly show construction details. Specification tables and 
prices add to its value as a permanent reference for casters and 
wheels 


805. 


Inusually attractive, convenie nt and informative 
is the Central Paper Company’s booklet, ‘‘Safetex 

Geared to the Box,’’ a handbook on gummed tape and its 
application. Mounted on plastic ring binders, with stiff cover 
to lie flat, the booklet has a colored and cut-tab index giving 
instant access to 12 concise and well illustrated sections. Of 
special interest is the Safetex glue surface grooved for perfect 
moisture distribution, faster and firmer sticking; trouble shoot 
ing in the packaging department; moisteners; freight and ex 
press requirements 


1dditional listings on pages 4 and 6) 
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"| HOW TO CHOOSE THE RIGHT 
' VALVE FOR EVERY SERVICE 


Economical 
valve perform- 
ance begins 
with proper 
valve selec- 
tion. In the 
broad line of 
valves offered 
to industry, 
there is one 
that is best 
suited to each service in your plant— 
' one that will give dependable flow 
control at minimum cost. “Trouble 
spots” and high maintenance costs 
|} often result solely from mis-match- 
ing of valve and operating condi- 
tions of the line. 





Crane’s bulletin—“Service Char- 
acteristics of Globe Valves and Gate 
Valves,” with its Valve Selection 
Guide will help you avoid mis-ap- 
plication of valves. It shows you the 
way to low-cost valve maintenance. 
Get a free copy from your Crane 
Representative — or, write today. 
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NATION-WIDE SERVICE THROUGH 





“THERE'S FLOW CONTROL 
that stops profit leaks too!” 


EN who buy or _use valves 
are obviously familiar with 
them. From experience, they are 
in a position to know the value of 
quality in valve design and con- 
struction—even in the finest de- 
grees. They know, too, and better 
than does the front office, how 
small losses caused by inefficient 
valves may seem negligible—yet 
can easily mount up to an impor- 
tant figure that shows in the profit 
and loss statement. 
Crane valves are engineered to 
stop even the small losses. The 


CRANE CoO. 
836 S. MICHIGAN AVE., 


extreme accuracy of their man 
facture and the careful analysi 
and specification of the materia! 
that go into each part assure long 
economical service and few tim 
wasting replacements. 
Regardless of what your pipi: 
problem may be—regardless 
how specialized your field—yo 
will find the valve you want in the 
complete Crane catalog which i: 
cludes more than 38,000 items 
Consult the Crane Representati 
regarding valves and fittings 
meet your specific requirement: 


GENERAL OFFICE 
CHICA< 


VALVES © FITTINGS «+ PIE 
PLUMBING «© HEATING * PUMP: 





BRANCHES AND WHOLESALERS 
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Put Norton 
Research 


to Work 


Cutting 
Grinding Costs 
for You 


A PRODUCT of modern research— 
that's a true description of Norton 
Resinoid Wheels. In the Norton labora- 
tories there’s a group of scientists that 
specializes in resinoid bond develop- 
ment. Not only have they made many 
important improvements in the bond 
formulae but have also developed an 
elaborate control system that improves 


production quality and uniformity. 


These laboratory developments coupled 
with an entirely new production depart- 
ment with the very latest available equip- 
ment have resulted in new standards of 
quality for resinoid wheels—wheels that 
are cutting grinding costs. Let Norton 
engineers study your job and give you 


the benefit of these improved wheels. 


NORTON COMPANY 
WORCESTER, MASS. 


New York Chicago Detroit 
Philadelphia Pittsburgh Hartford 
Cleveland Hamilton, Ont. 
London Paris Corsico, Italy 
Wesseling, Germany 


Behr-Manning Division, Troy, N. Y. 
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For the two-fold purpose of con- 
serving heat and assisting in the 
precise control of process tempera- 
tures in its Long Island City plant, 
the Pepsi-Cola Co. selected insula- 
tions made by Keasbey & Mattison— 
a company with long experience in 
the development of improved insula- 


tion products and in their scientific 


Ki 





ACFRESHING 
HEALTHFUL FI 


application to problems of energy 
conservation. 


Practically every American in- 
dustry and business dependent on 
efficient insulation has benefited 
directly or indirectly by the special- 
ized activity of Keasbey & Mattison 
Company. For 65 years this national 
institution has pioneered in creating 
Asbestos and Magnesia products. 


From modernized plants at Ambler, 
Pa., and St. Louis, Mo., today K & M 
products go out to serve insulation 
needs inevery corner of the country... 
through distributors’ warehouses stra- 
tegically located for quick delivery. 


ASBESTOS & MAGNESIA PRODUCTS 





KEASBEY & MATTISON sot 


District Sales Offices in Principal Cities 


w 
Tisiatven & Mattison’s long experience in providing industrial plants 
with high efficiency heat insulation for specific conditions has kept 
us closely in touch with the problems of the buyer. The policies of 
K &M Distributors are coordinated with those of this Company to in- 
sure your maximum satisfaction. Emphasis is placed upon a construe- 
live insulation service to meet your needs, in which the high quality 
of K &M materials plays an essential part. For dependable products 
and intelligent service, you can rely upon your K & M Distributor. 
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(Ka M insulation controls sugar vat 
‘temperature in this plant of Pepsi-Cola 


See K & M's Fiery Snow- 
man and Exhibit in the 
Home Building Center 
at the N.Y. World's Fair 











Commodity Prices 
during 


Last Half of 1939 
? 


WE HAVE just released Bulletin B-134 which contains the feature study ;— 
“ECONOMIC BETTERMENT CLOSING HALF OF 1939.” 


AMONG THE sub-heads in this article are such significant considerations 
as the following :— 


Snapback Directly Ahead 
Cyclical Movements 
Inventory Status 

Retail Stocks 


IT IS.OUR belief that this release would be of real help to every organiza- 


tion whose profits are at all affected by commodity price move- 
ments. 


THERE IS a limited supply remaining and if you desire a copy, simply 
write to us at the address below and one will be sent immediately. 


No Cost or Obligation 
No Salesman will call 


co 





McGILL COMMODITY SERVICE - Auburndale, Mass. 





EFFICIENT BUYING IS THE KEY TO PROFITS TODAY 
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OFFICES IN 83 PRINCIPAL CITIES + EXECUTIVE OFFICES, GRAYBAR BUILDING, N.Y. 
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When you buy electrical products don’t overlook 
the extra values you get with every dollar you 
spend with Graybar. 


In addition to dependable products for a fair 
price, you get: 

1. The willing cooperation of experienced 
Graybar men specialists for many years in meet- 
ing needs such as yours. Men who can supply 
the facts you require—quickly and competently. 


2. You get the benefit of a nearby, well-stocked 
Graybar warehouse. Use it as your own stock- 
room—and save on stockkeeping investment 
and maintenance costs, and on protection against 





sit sin ce ners 
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TOOLS MOTORS 














ose purchasing dollars! 


obsolescence, price change and inventory losses. 


3. You get a solid Graybar guarantee backing 
up every sale. 


4. You get prompt “action service.” Speedy 
truck delivery to save time for you when time 
means money. 


5. And you deal with an organization whose 
products and service have been making satisfied 
customers for 70 years. 

Every dollar you spend with Graybar is a 
hard-working dollar. Take advantage of the 
“plus” values it buys. Call in a Graybar sales- 
man for your next electrical need. 




















SMALL PARTS 
COST LESS WITH 





















































STARRETT 
GROUND FLAT 
STOCK 


Starrett No. 495 Ground Flat Stock is 
made of high grade annealed tool steel, 
ground to within .001” in thickness, 
easily machined and heat treated. Eco- 
nomical for all small parts, indispens- 
able for shops without precision grind- 
ing equipment. Available in 18-inch 
lengths in a complete range of widths 
and thicknesses. Individually packed 
for rust protection, easy storing, quick 
identification. See complete list of sizes 
and prices in Starrett Catalog 26-P or 
consult your mill supply distributor. 








Accurate to within one thousandth 











for 

TEST TOOLS PUNCH DIES 
DIE WORK FLAT GAGES 
JIGS TEST GAGES 
FIXTURES SNAP GAGES 
PARALLELS STAMPS 
MACHINE PARTS CUTTERS 
SHIMS TEMPLATES 





THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes, Standard for Accuracy 
Dial Indicators for Every Requirement 


ATHOL, MASS., U.S. A. 
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PERSONALITIES 
in the NEWS 


EDWARD J. BULLOCK, Vice Presi 
dent in charge of purchasing and a 
Director of the Standard Oil Com- 
pany of Indiana in Chicago, retired 
from active duty on June 30th after 
nearly fifty years with the com- 
Mr. Bullock was selected to 
manage the purchasing of oils in 
1919, made director of all pur 
chases in 1921, and elected a director 


pany. 


in 1922 and vice president in 1927 
He is one of the best known men 
in the oil industry and for many 
years has been a director of the 
American Petroleum Institute. At 
the time of the N.R.A. he was gen- 
eral chairman of the industry plan- 
ning and coordinating committee 
for Region 3. Mr. Bullock is 
past vice president of the Union 
League Club, a 33rd degree Mason, 
a trustee of the Shriners’ Crippled 
Children’s Hospital, a vice presi- 
dent of Chicago Foundlings Home, 
and a director of Oak Park’s First 
Congregational Church. 

JAMES F. Hewson of Chicago, 
Standard 
1923, 
Bullock as manager 
of purchases. Mr. 
graduated from the 


Purchasing Agent of the 
Oil Company of Indiana since 
succeeds Mr. 
Hewson was 
University of 
Michigan engineering school in 1909 
and joined the company in 1917 as 
estimating engineer at the Whiting 
refinery. He was transferred to the 
general office in 1920. 


WILLIAM A. KARL, 
Agent of all cotton products for 
Firestone Cotton and Rubber Co., 
Akron, presented the National 
Association of Cotton Manufac 
turers’ medal at the graduating exer 


Purchasing 


cises of the New Bedford Textile 
School. 
CARL G. SWANSON of Minneapo 


lis, Purchasing Agent for the Minne 
sota State Board 
March, has been appointed director 
of the Public Institu 
tions in charge of all state hospitals 


Control since 
Division of 


and penal institutions. 





H. W. Wolff 


1. W. WOLFF, 
of Purchases for the Westinghouse 
Air Brake Co., 


and its subsidiaries, 


Assistant Director 


Wilmerding, Pemna., 
including the 
Union Switch & Signal Co., 
pre ymoted to the position of Direc 


has bee1 


tor of Purchases, succeeding W. 
FORRESTER, who has retired after 
10 years of continuous service with 
Mr. Wolff was form- 
erly purchasing agent for the Hall 
Switch & Signal Co., 
N. J., and subsequently 
Works Manager, General Manager 


the company. 


( yarwi id, 


became 


and Treasurer, and member of the 
Board of Directors of that organiza- 
tion. When the Hall Company 
was absorbed by the Union Switch 


& Signal Co. in 1925, Mr. Wolff 
served the latter company in a 
general executive capacity. In 1937 


Assistant. Director of 
Air Brake Com 
which position he held up to 


he was made 
Purchases of the 
pany, 
the time of his current promotion. 

J. Epwin RiGGs has been ap 
pointed purchasing agent for the 
manufacturing division of the Mil- 
ler-Jones Co., Columbus, Ohio. 


HAROLD K. LAROoweE, Assistant 


Purchasing Agent of the Dairy 
men’s League Cooperative Assn., 
and President of the New York 


Purchasing Agents’ Assn., addressed 


a recent meeting of the Industrial 
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For Hardier Boxes 


Corrugated boxes combined by The 
Stein-Hall Starch Combining Process 
withstand heat or cold, humidity or arid- 


ity better than containers made by any 


°o 
° 








yreeeepencenpecenapecnney Havin atin 
jerengerenpreeayiennyy DT 


other method. Tropical heat and moisture 


eo— 


will not affect the strength of their tough 
bond of liners and corrugation. Dry, 
desert heat cannot create the brittleness 
or crystallization which allows outside 
liners to fall or strip off. No matter where 
you ship, these containers will meet 
all tests. Boxes made by this Process 
may now be obtained from many lead- 
ing corrugated box manufacturers. For 


a complete list of their names write us. 


THE STEIN-HALL PROCESS 


CORN PRODUCTS REFINING CO. CLINTON COMPANY PENICK & FORD,LTD.,INC 


17 Battery Place, New York City Clinton, Iowa 420 Lexington Ave., New York City 
STEIN, HALL MFG. CO. A. E. STALEY MFG. CO. STEIN, HALL & CO., INC. 
2841 S. Ashland Ave., Chicago Decatur, Illinois 285 Madison Ave., New York City 
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APEX 
POWER 
BITS 


for 

Phillips Recessed Head 
and 

Slotted Head Screws 


Made of special shock-resisting steel, 
heat-treated to give the maximum in 
hardness, toughness and wear resist- 
ance. 


Available also are special tempered 
Bits for self-tapping and case-hardened 
screws. 


Power Bits for Phillips or Slotted 
Head screws—all types, all sizes, to 
fit all makes of electric, air and spiral 
drivers. 


HAND DRIVERS 


for Phillips Screws only: General 
Purpose type for ordinary usage— 
Super type for case-hardened and 
self-tapping screws. 


Immediate Delivery 


Immediate shipment is made on 
receipt of order for standard Bits and 


Hand Drivers. 
Reconditioning Service 


Apex-Phillips Bits, when returned to 
us, can be reconditioned time after 
time at a substantial saving. 


FREE! 





Send for this catalog! 


The 
APEX MACHINE 


& TOOL COMPANY) 


Dayton, Ohio 
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Advertisers Section, Association of 
National Advertisers, on the topic, 
“What ithe Agent 
Thinks of Industrial Advertising.”’ 


Purchasing 


W. W. KELLY, Purchasing Agent 
for the Atchison, Topeka & Santa Fe 
Railroad, was elected second vice 
president of the Western Railway 
Club, Chicago, at its annual meeting 
and dinner on May 22nd. 


RICHARD H. VAN NEss, formerly 
Purchasing Agent and in charge of 
transportation of the City Ice 
Company, has been appointed City 
Purchasing Agent for Kansas City. 


James’ L. Broz, Jr., assistant 
in the City of Cleveland Purchasing 
Department, has been transferred 
to the Law Department. 


HERMAN H. LANDGRAF of Warren, 
R. I., has been named State Pur- 
chasing Agent of Rhode Island suc 
ceeding CHARLES M. SEARS, JR., 
to whom he was assistant. Mr. 
Sears has been made Budget Direc 
tor. 


EDMUND A. TRUELOVE has been 
appointed Purchasing Agent of the 
Providence (R. I.) Public Works 
Department, succeeding the late 
John F. O’Connell. 


O. L. PoLson, Purchasing Agent 
for the past 12 years for the Gulf 
Oil Corporation in Tulsa, Okla., 
has been transferred to the general 
purchasing offices in Pittsburgh, 
Pa., where he will serve as buyer. 


Leo CotTron, Purchasing Agent 
of Ben-Burk, Inc., Boston, was 
awarded first prize in the Glass 
Container Group of ‘““Modern Pack 
aging’ All-America Package Com 
petition, as designer of a cut-glass 
gift decanter for whiskey. 


MAJOR GEORGE E. PRICE, JR., 
Q. M. Reserve Corps, was elected 
to the presidency of General Dick 
Chapter of Akron, Department of 
Ohio, Reserve Officers Association 
of the U. S., at the annual meeting 
on June 20th. Major Price is pur 
chasing agent of The Goodyear Tire 
& Rubber Co., Akron. 


Obituary 


EARLE R. HENDERSON, for the 
past 2 years purchasing agent for the 
Ahbell Battery Container Co. of 
Waukegan, IIl., died suddenly on 
May 30th. Mr. Henderson was 
formerly purchasing agent for the 
Village of Winnetka, IIl., and was an 
active member of the 
Association. 


Chicago 


HERBERT P. Situ, 65, for years 
purchasing agent of the Market 
Street National Bank, Philadelphia, 
died at his home in Somerdale, Pa., 
of heart disease. 


HERMAN SCHUBERT, 59, Director 
of Purchasing for the American 
Stores Co., Philadelphia, died June 
7th in the Atlantic Shores Hospital, 
Point, N. J., 


operation for appendicitis. 


Somers after an 


EDWARD T. GOopwIn, Purchas-, 
ing Agent for the Third Avenue 
Railway System, New York City, 
died June 9th at his home in the 
Bronx, N. Y., following a_ short 
illness. 


JOHN RUSSELL, 55, for the past 
434 years general purchasing agent 
for Canadian Industries, Limited, 
Montreal, died in the Western Divi- 
sion of the Montreal General Hos- 
pital after a long illness. Mr. 
Russell was born in Scotland and 
came to Montreal 35 years ago. 

WILLIAM DyYKEMAN, 56, Vice 
President and General Manager 
of the Fancher Furniture Co. in 
Salamanca, N. Y., and former as- 
sistant purchasing agent for the 
New York Central Railroad, died 
June 15th while playing golf. 

JosePpH A. BUTTERWORTH, 59, 
Purchasing Agent for the Southern 
Railway, died at his home in 
Washington, D. C., following an ill. 
ness of more than two months. 


EARL L. THAYER, 53, Purchasing 
Agent of the San Diego (Cal.) City 
Schools, died June 24th at Laguna 
Mountain Shrine Camp, of a heart 
attack. 
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To Chief Test Pilot Wagner, America 
PLUS Phillips Screws mean a safe: 
assembly. 


To Chief Mechanic Smith, they mea: 
faster, Jower-cost assembly. 


Speed and safety rule the aircraft 
plant just as they rule the air. VULTEE 
AIRCRAFT used American PLUS 
Phillips Recessed Head Screws on thei 
new V-12 Attack Bombers because 


American PLUS Phillips Screws 
are safe to use. The driver can’t 
: ‘ leap from the recessed head 

Cd rik . y tear a gouge across a cockpit e1 
R.M. PALMER, Chief Engineer of VULTEE AIRCRAFT, s2ys, closure or gash a mechanic’s hand 


“In building high performance aircraft it goes without saying Despite a large mcrease in pi sof 
duction, accidents are greatly 
reduced. 

American PLUS Phillips Screw 
are fast to use. Power driving. N 
screws fumbled. One hand fre: 
for holding work. No screv 
driven crooked. No heads split. 


that the use of only the best materials and products is im- 
perative. American PLUS Phillips Screws are used extensively 
throughout our latest type attack-bomber, Model V-12. 

“We are pleased to acknowledge the fact that your product 
shares a vital part in achieving high performance and depend- 


, 


ability in Vultee airplanes.’ 


Chief Mechanic Smith points out where American PLUS 
Phillips Screws are used in installing wing fillets on Vul- 
tee V-12 Attack-Bomber. 


it Costs Less to Use American PLUS Phillips Screws 


For greatest driving ease, the angles of the tapered re- 
cess were carefully worked out to utilize the driver’s maxi- 
mum turning power. Two sizes of Phillips Drivers give 
greatest driving efficiency with screws in diameters from 
5 to #10 inelusfve. Four mers cover the entire range 
of screw sizes. “a 
— 
American PLUS Phillips Screws ateacold forged to 
tolerances of plus or minus .001” — are inepected by a 
special method of individual handling. 





SEND TODAY FOR FACTS ON HOW YOU CAN SAVE Why don’t you find out, today, what your 
could save? Use the coupon below, for free information or a sample box of driver and screws. 


AMERICAN SCREWS ae 


with the patentec recessed head eral 














Copyright 1939 by American Screw Co. 
a U. S. Patents on Product and Methods Nos. 2,046,343; 2,084,078; 2,084,079; 2.090.338. Other Gonpatie and 
SALE. Soeene See See Geeege Sutente Aner ees Fenemy AOS a ene ae 
Chicago Office and warehouse: 219 W. Randolph St. Detroit Office: 1010 Stephenson Bidg. 
Reading Screw Company, Norristown, Pa, Pacific Coast Representative: Osgood & Howell, MUIR Sols de Gikafmnsectebs<sncesere-nooesssceee 
(division of American Screw Co.) Los Angeles, Seattle, Son Francisco Peg oe 
IT COSTS LESS TO USE AMERICAN \™ J PLUS PHILLIPS SCREWS 
\ AMERICAN SCREW COMPANY * PROVIDENCE, RHODE ISLAND ¢ 





Slotted Head ond Phillips Recessed Head WOOD SCREWS MACHINE SCREWS SHEET METAL SCREWS 
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The Proof of the Buying 
Is The Cost of the Typing! 


The price you pay doesn’t count 
nearly so much as WHAT YOU 
GET, when you lay your firm’s 
money on the line for ribbons and 
carbons. Proof of value lies not in 
low purchase price but in high- 
efficiency PERFORMANCE! 

Research and servicing of the ribbon and 
carbon requirements of 
America’s leading firms has created count- 
less case histories in low-cost typing that 
Columbia can utilize for the good of your 
business. An accurate analysis of your 
requirements—regardless of how special- 
ized they may be—will be made by a quali- 
fied sales representative. Samples, prices 


and an estimate of probable, long-run 
typing costs will also be furnished without 
obligation. 


Write us about your typing costs. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 


Main Office and Factory 


Glen Cove, L.I. New York 


New York, Chicago, Philadelphia, 
J Pittsburgh, Cincinnati, Nashville, 
) New Orleans, Kansas City, Mil- 


waukee, Minneapolis 


BRANCHES 


—also— 


MILAN, 
ITALY 


LONDON, 
ENGLAND 


SYDNEY, 
AUSTRALIA 
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thousands of 


F. 0. B. 


(Filosofy of Buying) 


T MAY BE THAT purchasing is no 
I profession, nevertheless we have 
“Professors” in our ranks. In the 
final term examinations for the 
course in Industrial Salesmanship 
at the Sibley School of Mechanical 
Engineering, Cornell 
last month, P. A. Robert Appleton 
of the Morse Chain Co. and P. A. 
George Frank of the University, 
were called in to parry the efforts of 


University, 


student salesmen for three hours 
Each of the 14 students selected his 
own product and planned a sales 
campaign. Among the items that 
they presented were fuel oil, tem 
perature control instruments, case 
hardening equipment, 
lighting fixtures, and steel filing 


cabinets, while the hard-boiled “‘pro 


brushes, 


fessors’ asked leading questions 
and marshalled their sales resist 
ance. 

. e 


We are not informed as to the 
basis of grading. 
was the commercial standard 
But 
it is a fair assumption that 


Possibly it 
of “‘No sale, no pass.”’ 


none of the would-be sales en 
the 
ment, “I’m working my way 
through college.” 


gineers advanced argu 


N THE OTHER SIDE of the fence, 
O the New Hampshire State Pur 
chasing Department was one of five 
public bureaus cooperating in a 
novel educational project, in which 
undergraduate and graduate stu 
dents of government and the social 
sciences at the University of New 
Hampshire served a five months’ 
training period for ‘‘interne-ship”’ in 
the various state offices under the 
direction of department executives 
this being rated as the equivalent 
of a semester’s work at the Univer 
sity. 


Some ‘“‘professors’’ from the 


sales fraternity would have 


been glad to cooperate by 


timing their sales calls for 
the period when these neo 
phytes were serving at a buy 


er’s desk. 
s ca 


ee IN SPENDING is a logi 
cal apprenticeship for public 
But 


ously, we can conceive of few mor 


service in these days. seri 
wholesome experiences than to ac 
quire such training in a purchasing 
department, where a conscientious 
effort is made to get value in re 
turn for the expenditure of the tax 
dollar. Anda first-hand knowledg« 
of what happens to that dollar can 
not fail to be an enlightening asset 
to every citizen. 


Meanwhile in the neighboring 
Commonwealth of Massa- 
chusetts, Governor Saltonstall 
issued a progress report on 
budget operations covering the 
first five months of the State’s 
first That 
report revealed that the State 
Purchasing Department had 


operated at a saving of $384,- 


biennial budget. 


000 in comparison with last 
year's costs, chiefly through 
checking and cutting down 
But most 


of the other departments had 


surplus supplies. 


so far exceeded their allotments 
that departmental spending 
has been drastically curtailed. 
Which may or may not prove 
the truth of the old saying that 
“Everybody buys except the 
purchasing agent.”’ 


ieee FRANK IS THE re 
cent announcement of the In 
dianapolis Association : 
one for Bob Ripley. 


not,’ we bought all of our golf and at 
tendance prizes.”’ 


“Here is 
‘Believe it or 
There's a pur 
chasing policy that suppliers will 
endorse with heartfelt fervor. 


PURCHASING 
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Down in the office, fresh from mar- 
keting schoo’ 

Were three cub salesmen and the 
sales director too. 

“Sell,” said the 
‘sell if you can.”’ 

And they called, and they called, on 
the purchasing man. 

“Boop, boop, diddum 
wanta buy?” 

But the p. a. said, “‘No, your price is 
too high.” 


sales. director, 


daddum, 


ASTUS IN THE STORY, who hada 
R most desirable coopful of chick- 
ens in his back yard, conceded that 
his neighbors were thoroughly hon- 
est, but he kept a loaded shotgun 
on hand to keep them that way. 
Which has a lot in common with 
the practical philosophy of the buyer 
who “is loyal to his suppliers but 
does not neglect to send out requests 
for quotations when an important 
purchase is in the making. 


Ima Dodo, the p. a’s secre- 
tary, still thinks that a requisi- 
tion is an old Spanish custom 
that went out with the Middle 
Ages. 


UR ESTEEMED CONTEMPORARY, 

Printer’s Ink, is the authority 
for a recent survey which purports 
to prove that the traditional sum- 
mer slump in sales is largely a myth, 
and draws therefrom the moral 
that the peddler who keeps plugging 
through the hot weather will cor- 
ral the orders. It may also prove 
(1) that the popular alibi of the 
purchaser absent on vacation is also 
mythical; (2) that purchasing de- 
partments depleted by vacation 
absences are lower in sales resist- 
ance; or (3) that it’s easier to sell 
on the golf course than in the office. 
F.O.B. is in favor of consistent 
sales effort, and of better business 
Whatever the season of the year. 
He is also in favor of vacations as 
well as salt tablets as a means of 
relief in the battle against heat 
fatigue. 
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The Ryerson “Vacation Without a Worry” plan eliminates all thought of delayed, slow or un- 
certain steel deliveries. It also gives you assurance against interrupted shop schedules, fabricating 
delays and increased production costs. All you need do is leave the vacation order, “Call Ryerson 
when steel is needed.” Emergency as well as regular requirements will be shipped promptly from 
Ryerson stocks of Certified Quality Steels—steels selected for uniformity and desirable working 
qualities—in short, steels that save shop time, reduce spoilage and lower labor costs. 

Be sure the Ryerson Stock List is handy as a buying reference, and let us help you make 
yours a real vacation without a worry. Joseph T. Ryerson & Son, Inc. Plants at: Chicago, Mil- 
waukee, St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, Philadelphia, Jersey City. 
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| New Price Relationships 
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Te SPREAD BETWEEN the price of raw materials and that of 
finished goods is widening. On the basis of the reliable Bureau of 
Labor Statistics index, with 1926 as the base for each series, the disparity 
is now 10.9 points. 


Six months ago it was 9.4 points. That spread does 


not necessarily mean a wider margin of profit. In large degree it repre- 
sents the increases in wage rates and the multiplicity of taxes on corporate 
They 
It represents a complete 

And the factors which 


all have to be added into the cost, and the price. 
new realignment of price relationships in industry. 
make up that spread are rather inflexible. 


Raw material prices can hardly turn upward without a substantial 
increase in the volume of consumption. Price reductions in finished 
goods, which might encourage a broader consumption, are blocked by 
these rigid factors of the tax burden and of wage rates that are still tending 
upward. An increase in raw material prices would entail a corresponding 


increase in finished goods. The spread would not be materially lessened. 


All of which leads to a serious doubt whether the oft-cited objective of 
getting back to the 1926 ratios is either a sound or proper goal. 
in view of these added factors, it is an impracticable goal. 


Certainly, 


Other price relationships have also been changing. The spread between 
agricultural and industrial prices is now wider than at any time in four 
years. Using the same 1926 base, the agricultural products index is 16.6 
points out of line, against an average of 13.2 points in 1938. This despite 
a most consistent and determined governmental effort to close the gap, 
to the extent of millions in subsidies, loans, and outright purchase of farm 
products. The calendar cannot be turned back to 1926, nor to any, other 
ratio, when different both 


managed economy 


historical conditions 


natural causes and 
prevailed. 


Monetary revaluation, which is the subject of heated debate in Congress 
as this page is written, will not alter the situation. The futility of that 
policy in 1934, when the whole price level was to have been lifted by this 
simple expedient, is still fresh in memory. 


Purchasing policies will not alter the situation. For the time is now long 
past when purchasing agents regarded the attempt to break or depress 
markets as a part of their function. Purchasing agents, like any other 
business group, would welcome a generally higher price level that be- 


tokened more active and more profitable business. 


But the dollar, whatever its theoretical valuation, is merely a unit of 
measurement and a convenient medium of exchange. A change in the unit 
Look at the conver- 
Degrees Fahrenheit or degrees 
Centigrade, the temperature itself is the same. 


of measure does not affect the existing relationship. 
sion tables in any technical data book. 
Measured in yards or 
And in 100-cent dollars or 50-cent 
dollars, the disparity between two sets of values will be just as great. 


in meters, a distance is just as long. 


STUART F. HEINRITZ, EDITOR 








READING-PRATT & CADY 
DOUBLE GLAND ASBESTOS PACKED COCK 





This Double Gland Asbestos Packed Cock 
holds its seal and operates freely through- 


out its entire range of temperatures. 


The top gland holds the plug to its seat at any 


predetermined pressure. 


STi -laelile Mel lelleM TMi) elelgelilpmdellieel enon ae 
press the packing. It does this without pressure 
on top of plug. Thus, seal is obtained without 
binding. The plug turns easily at all temperatures 


Advantages of this double gland U-groove as- 
bestos packed cock have been proved in refin- 
eries, paper mills, steel mills; in by-products, 
soap, dye-stuff and power plants — to mention 
a few... Recommended where liquids carry solids 


U-GROOVE ASBESTOS PACKING: Prevents in suspension; for viscous fluids, oils, acids, 
metal to metal contact, minimizes friction, gives 
tight seal, insures seal with less friction at temper- 


ature rise, provides cushion to absorb expansion and ground cocks are not satisfactory. .. Write us. 
differential between plug and body. 


alkalis; where globe, angle or gate valves fail 


This R.P.& C. cock may solve your problem, too. 
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AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION ¢ ANDREW C. CAMPBELL DIVISION @ FORD CHAIN BLOCK DIVISION ¢ HAZARD WIRE ROPE 
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| The Marketing 


of Jute and Burlap 


burlap is made, comes next to cotton in volume 
of world consumption. It differs greatly from cotton, 
however, in that almost its total commercial produc- 
tion is practically limited to a portion of the province 
of Bengal in India, in the region adjacent to Calcutta 
and nearby areas. The crop in the last six years has 
averaged about 9,000,000 bales of 400 lbs. each. Varia- 
tions in yield of fiber depend largely upon weather 
conditions. The area sown to jute is also often in- 
fluenced by the prices which the grower has been re- 
ceiving for fiber shortly before the planting season. 
By extensive propaganda, the Indian Government has 
been trying for several years, but without marked 
success, to restrict the acreage planted to jute. 

By far the largest part of the jute grown is used for 
bags for the transportation of coffee, sugar, cement, 
and many agricultural products. These are the bags 
often referred to in this country as ‘‘gunny sacks.” 
Jute cloth is also used for the wrapping of bales of 
cotton and wool, and wrappings for the protection of 
other materials, usually in transport from one point to 
another. There are other uses for jute cloth, or burlap, 
such as the backing of linoleum and certain kinds of oil 
cloth, and the finer grades are used in the clothing in- 
dustry for the lining of tailored garments so that they 
will retain their shape well. 

From this it will be evident that jute is manufac- 
tured in a variety of grades of burlap in which the fine- 
ness of the yarn, weight, finish, and color are the deter- 
mining factors for the different uses. Burlap is an 
American term. In England it is referred to as Hes- 
sians. We also speak of gunny cloth, by which is 
meant the same thing. In general this connotes plain 
woven fabric of single jute yarns, and is the mate- 
rial used for hags, bales, and for the backing of lino- 
leum. 

Jute is a plant requiring a great deal of moisture and 
much manual labor in its cultivation. It also exhausts 
any ordinary soil very rapidly. Bengal meets these 
conditions probably better than any other part of the 

-world. The population is very dense so that a large 
supply of cheap labor is always available. The land is 
well watered by the Ganges and Brahmaputra Rivers, 
which join and form an extensive delta, and the fre- 


a which is the vegetable fiber from which 


Cutting jute in Bengal. The useful fiber comprises 
about 4 to 5%, by weight, of the green stalk 
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(Photographs by Ewing Galloway) 


quent inundations renew the fertility. The climat 
semi-tropical with a heavy rainfall, which is favorabl 
for the rapid growth of the jute. 

The seeds are sown from February to May, inclu 
sive, and the plants are cut above five months late! 
when they have attained a height of about ten feet 
The retting process comes after cutting and tying th: 
jute into bundles. The purpose of this is to separat« 
the fibers which lie between the outer bark and th: 
inner pith of the stalk. That is, jute is a bast fiber 
The bundles are allowed to remain in the open air for a 
few days and are then submerged in water, preferabl) 
flowing gently, but in stagnant pools when nothing els¢ 
is available. They are left submerged from ten t 
twenty days, depending on the condition of the plant 
and the temperature. They must be left in long enough 
for the gum which binds the fibers together to ferment 
and disintegrate thoroughly, but not long enough f 
them to become brittle or to lose their lustre. Ob 
viously good judgment is required for this important 
process, as the quality of the fiber depends to a large 
extent on how well the retting is carried out. The 
ryot, or small farmer, then strips the fibers off and 
washes them, dries them on bamboo frames, and finally 
ties them into bundles for shipment to market. The 











amount of fiber obtained is only something like 4 to 5% 
by weight of the green jute submerged for retting. 

The ryot sells his jute to a bepari, or small dealer. 
The latter frequently operates on capital loaned by a 
mahajan, or larger dealer, located in a nearby town. 
The bepari is usually an itinerant middleman who sends 
his purchases to a local market known as a hat. Up 
to this point, the jute is entirely ungraded. Transpor- 
tation is by means of primitive sail boats in eastern 
Bengal, where there are many waterways in the delta of 
the big rivers, particularly in the rainy season when 
every ditch becomes a small stream. As the streams 
dry up, or where none are available, crude cattle 
drawn carts are used to carry fiber to the nearest 
market. 

The bepari and mahajan sell to other middlemen at 
the hat, who are known as Kutcha balers. These in 
clude both natives and Europeans, but the plants 
operated by the latter are the larger and better ones. 
The great number of small parcels of raw jute here re 
ceive their first grading in the selecting sheds. The 
material is generally divided into three grades, de 
pending on strength, color, and length of fiber, which 
latter varies from four to eight feet. It is then made 
up into kutcha bales, weighing, on the average, about 
280 Ibs. 

The kutcha baler sells his jute in Calcutta, where 
practically the whole crop is ultimately sold either for 
manufacture or export. In fact there are enough jute 
mills in Calcutta to absorb half of the entire crop. 
That portion of the crop which is exported is handled 
by the pucca balers. However there is an inter 
mediary broker, usually European, who buys from the 
kutcha balers and sells to the manufacturers in Cal 
cutta or to the pucca balers. The European broker 
also frequently has a native broker who travels around 
the country contacting the kutcha balers and making 
purchases. 

The ryot is always paid in coin as he is too ignorant of 
business ways to understand anything else. He 
distrusts paper money, as being only the Government 
promise to pay, whereas silver coins are valuable as 
metal. Moreover, the ryot prefers to be paid in coin 
because he wants money which he can hide in the 
ground or in the walls of his hut without fear of loss 
by insects or decay, or which he can convert into 
jewelry for his womenfolk. Although paper money is 
current in India in units as small as one rupee (35¢), 
paper notes do not lend themselves to either of the 





This is the eighth article in a series 
outlining the marketing process in 
major raw materials, tracing the 
course of the material from its 
source to the time of its arrival in 
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above requirements. The kuitcha baler, however, em 
ploys modern business methods and draws a seven 
days’ sight bill, called hondi, on the buyer, which, with 
the bills of lading and insurance policies attached, is 
discounted in Calcutta by the kutcha baler’s repre- 
sentative. Most of the shipments into Calcutta of 
kutcha bales are by rail or barge. 

Something like 40% of the jute crop is exported an- 
nually from Calcutta as raw material for further manu- 
facturing. This is in the form of pucca bales, which are 
very different from kutcha bales, the form in which jute 
is shipped to Calcutta from up-country. The dis 
tinction between the two types of bales must be care 
fully borne in mind, as the term pucca refers to ‘“‘first 
class’’ and kutcha to ‘“‘crude’’ raw material. 

Pucca bales are marketed as ‘“‘public’’ or “‘private’’ 
marks. The principal private marks are packed by 
European concerns who sell them in the larger world 
market centers, either through their own organizations 
or through accredited dealers in fiber, who have exclu 
sive agencies for particular brands in a stipulated terri- 
tory. Public marks are commonly packed by natives. 
These are a large number of brands, all duly registered, 
which have been grouped roughly by grades, and within 
any of these public grades the several marks may be 
delivered interchangeably. These public marks can be 
bought individually by name through representatives 
of the several shippers. 

There is a considerable volume of speculative deal- 
ings, in which many of these public marks are dealt in 
for forward positions. These transactions take place 
in an organized exchange known to the trade as the 
Futka Market. 
actual use in Futka, but may on occasion use the Ex- 


Mills do not commonly buy for future 


change as a means of hedging sales of finished goods. 

A pucca baling plant commonly consists of a press 
house, sheds in which assorting of fiber may be carried 
The pucca 


baling plant is frequently referred to as the “‘press 


on, and storage warehouses called godowns. 
house.’ This is where the kuicha bales, loosely packed, 
are opened and the jute regraded with more care as 
indicated. The butt ends of the stems are cut off. 
The amount cut off varies according to the conditions 
under which the plants have been grown. That is, 
that portion of the stalk close to the ground, which is 
subject to alternate wetting and drying, becomes hard 
and dark in color and must be removed for all but the 
poorest grades of jute. The amount cut off may be 
only a few inches, or as much as two feet with plants 
which have been flooded during the growing season. 
hese cuttings are set aside and are sold on the market 
as ‘“‘jute butts.’’ They are also graded and the United 
States is the largest importer in the world of this com- 
modity. The bulk of these imports consists of the 
lowest grade, known as ‘“‘mixings,’’ used for the manu- 
facture of bagging, for cotton bale covering, for various 
felts such as automobile floor rugs, and to a limited 
extent for the manufacture of kraft wrapping papers. 
Che cutting and grading done in the presshouses are 


necessarily laborious manual operations, seasonal in 
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character. Cheap native labor is employed for this 
work, which can consequently be done more economi- 
cally in Calcutta than in the European and other western 
countries. 

As the jute is graded it is taken to the hydraulic 
presses where it is made up into pucca bales, weighing 
about 400 Ibs. each, and about 48 x 18 x 14 inches in 
size. This high degree of compression and regularity 
of shape make for easy and efficient handling and stow- 
ing in the holds of steamers, by which kind of carrier 
practically the whole exported portion of the crop is 
shipped. 

The pucca baling plants always have associated with 
them storage warehouses, known as godowns, in which 
are stored a supply of kutcha jute as well as a small 
quantity of pucca bales. However, the latter are 
usually not held in any large quantity, being made up 
not far in advance of sales. No absolute standards of 
quality have been established for the pucca bales. 
The balers have marks by which they distinguish their 
different grades mainly by visual means. The more 
reliable European balers are careful to maintain their 
standards so that the purchaser may specify whatever 
grade he needs and be reasonably sure of getting it. 
Pucca jute is usually purchased by importers on the 
contract of the London Jute Association, which has a 
clause whereby any dispute as to quality is arbitrated 
by a committee appointed by seller and buyer on the 
basis of samples sent to London; or by the contract of 
the Calcutta Baled Jute Association, which provides 
for settlement of disputes in Calcutta. In either case 
it is noteworthy that differences of opinion concerning 
jute qualities and terms of delivery are settled either by 
mutual agreement, by reference privately to a neutral 
committee, or by formal arbitration as provided by 
contract. Settlement of differences by court procedure 
is not provided for. 

The leading jute centers of the world are Calcutta 
in India and Dundee in Scotland. The mills of Cal- 
cutta produce the coarser materials such as burlap, 
bags, and bagging for cotton bales in the largest quanti- 
ties. In Dundee, mainly on account of the skilled 
labor available, the mills manufacture the finer grades 
of jute products, like tailors’ paddings, backing for 
linoleum, etc. Most of the machinery for manufac- 
turing jute cloth all over the world is built in Dundee. 

The United States is the largest consumer of jute 
products, using about two-thirds of the cloth exported 
from India and about one-half of the exported products 
from Dundee. There are also numerous jute manu 
facturing plants in Italy, with this country and Canada 
being its largest customers. Calcutta mills do not 
commonly produce jute yarns except such as are used 
for Hessians. The yarns are manufactured in Dundee, 
the United States, sermany, France, Belgium, and 
Italy. 

In this country there are one large and several smaller 
concerns operating jute mills. One of these, for in- 
Stance, makes yarn, fine and coarse twines, burlap 
Wrappings for cotton bales, and webbing. The yarns 
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Bales of burlap from Calcutta go into storage 
at the Bush Terminal Warehouse, Brooklyn 


are made mostly for the carpet manufacturers. Thi 
concern has extended its operations to India in ord 

to be in a position to control the quality of the rav 
jute which it brings to its mills. This has been th: 
result of the lack of standards in the jute trade, makin 
it difficult to be sure of securing raw material which 
makes it possible to maintain the company’s (Ludlow 
Manufacturing & Sales Company) quality of product 
on which its large business has been built up. 

The very large quantities of burlap cloth which ar 
imported are taken by converting concerns. Som: 
thing like 80% of this is used by bag manufacturer 
for containers for bulky commodities such as grain 
flour, bran, granulated sugar, etc. Thus we have the 
interesting condition that jute, which is itself an ag: 
cultural product, is used to a very large extent as 
container for agricultural products. Consequentl 
if the growing conditions for jute in India are poor at a 
time when we have bumper crops in this country and 
Canada, the price of burlap is likely to soar. For 
this reason the buyer of jute and burlap must watch th 
progress of a considerable variety of crops in severa 
parts of the world simultaneously. In addition 
this relation between supply and demand factors, ther: 
are two other important influences affecting the pri 
of jute and burlap. One of these is the question 
general business conditions, especially in this county 
and the other is the rate of rupee and Sterling exchang: 
Day to day fluctuations in price depend to a large « 
tent on how the large group of speculative operat 
interpret the current news. 

The prices for burlap are based on 40” widths, » 
differentials above or below for other widths. P 
chases as a rule are made from managing agents 
Calcutta, who handle the output of several m 
The latter rarely do their own selling. These managi: 
agents as a general thing have buying and selling « 

Continued on page 
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Fibre Container Problems 


ne ENGINEERING APPROACH 
takes nothing for granted; it is 
cold to the most alluring high pres- 
sure sales arguments, and the mere 
suggestion of reciprocity is revolting 
to it. But the engineering approach 
does not confine itself to theoretical 
abstractions. It uses theory to help 
understand and predict the behavior 
of materials under stress, but it 
always checks its theory against ex- 
perience; also it never fails to in- 
clude a safety factor to take care of 
inherent variations in the behavior 
of materials under stress and—much 
more important—to take care of 
fatigue and stresses exceeding those 
designed for. 

One school of thought existent to- 
day is that by suitable research the 
design and testing of containers can 
be made into a “‘pure science.” An- 
other school of thought is reflected 
by the remark of an engineer who 
became purchasing agent of a large 
California concern and decided to 
give various fiber box salesmen a full 
opportunity to state their claims for 
the containers they offered. After 
listening to them he concluded that 
the design and testing of containers 
was “pure bunk.” 

Undoubtedly we today have some 
“pure science’ and some “pure 
bunk”’ in the fiber container picture. 
Our serious objective for the ulti- 
mate advantage of both makers and 
users is to increase the science and 
decrease the bunk. 

The engineering approach to any 
structural problem is about as fol- 
lows: 


Ist —Determine the service to be 
performed. 

2nd—Determine the available ma- 
terials or combinations of ma- 
terials that will perform the 
service, relying on the experi- 


mental method whenever 


Address before the Paper Shipping Con 
tainer Group luncheon meeting at the 
N.A.P.A. convention, San Francisco, May 
24th. 
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Shipping container specifications and 
design should be concerned primarily 
with the ability of the box to deliver 
its contents safely to the customer 


H. L. WOLLENBERG 


President, Longview Fibre Company 


Longview, Washington 


theoretical knowledge is in 
sufficient to accurately predict 
performance. 
3rd —Select and specify the con 
struction which, with an ade 
quate safety factor, will pet 
form the service at least cost. 
4th —Make provision for such in- 
spection and testing as will 
insure compliance with speci 
fications. 


Now let us examine the difficul 
ties we encounter when we apply 
this approach to 
problems. 

It is very difficult to determine 


fiber container 


the service for which containers, 
whether fiber or otherwise, 
be designed, because the hazards of 


handling and transportation vary 


should 


through such wide limits, even for 
identical paths followed by identical 
containers from the point where 
they are packed to the point where 
they are unpacked and discarded 
In the plant of the packer there is 
wide variation 
top of high piles and some on the 
bottom. 


-some boxes are on 


Obviously we should de 
sign for the maximum piling. But 
when into the 
hands of a carrier, the hazards vary 


the containers get 


over a tremendous range, in fact 
they reach a point that we definitely 
should not design for. We should, 
if such a thing were possible, design 
a container which would disintegrate 
when subjected to extreme hazards 
due to accidents or gross carelessness 
so that responsibility can be readily 
placed for the damage done 


The primary service for which a 
container should be designed is not 
the arrival in good order of the con- 
tainer itself. As a matter of fact, 
the only disadvantage of having a 
container, as distinguished from its 
contents, arrive at destination in 
bad order is the slight loss of ad- 
vertising value and the bad psycho- 
logical effect on the person who un- 
packs it. I am not trying to white- 
wash containers that arrive in bad 
order without having encountered 
abnormally rough handling, and in 
fact any well designed and fabri- 
cated container that properly pro- 
tects its contents will arrive in good 
order under such circumstances. My 
point is that the primary function 
is to get the contents to their des- 
tination in good order, and that 
the selection of component ma- 
terials, the specifications for fabrica- 
tion, and the packing of the con- 
tents should mainly be focussed on 
that objective. The display ad- 
vertising carried by shipping con- 
tainers is a secondary function; and 
one of the commonest violations of 
good engineering is printing on cor- 
rugated boxes with such spread of 
ink and other features that the box 
is seriously weakened in printing it. 

Later when discussing tests I shall 
again emphasize that all tests should 
be pointed at determining the condi- 
tion of the contained merchandise 
after submission to tests which 
simulate the hazards of handling, 
storing and transportation. 

I have mentioned the wide varia- 
tions in service which all contain- 


PURCHASING 





' 





oe —~ ~*~, ~ 


o No -€ SS 6 fF.—lClCODOOO Oe 


S 


ich a 
Ss not 
- con- 
fact, 
ing a 
m its 
yn in 
f ad- 
ycho- 
oO un- 
vhite- 
1 bad 
tered 
nd in 
fabri- 
- pro- 
good 
;. My 
iction 
r des- 

that 

ma- 
brica- 
 con- 
ed on 
y ad- 
* con- 
> and 
ons of 
n cor- 
ad of 
1e box 
ing it. 
I shall 
should 
condi- 
andise 
which 
idling, 


varia- 
ntain- 


LASING 





ee ge 





ers, fiber or otherwise, must stand, 
dependent on variations in han- 
dling, storing and transporting—and 
in all of these the length of time and 
of travel involved is a factor. Now 
I come to a characteristic of fiber 
which is of far reaching importance 
and not generally recognized by the 
layman: the fact that container 
boards made of cellulose fibers are 
particularly sensitive to moisture, 
and their strength characteristics 
vary sharply depending on the 
moisture content. Fiber containers 
can be waterproofed so they will 
shed water, but it is not practicable 
to make them so that they will not 
absorb moisture from a humid at- 
mosphere or give up moisture if 
placed in a dry atmosphere. 

As a further complication, some 
of the strength characteristics be- 
come higher with increased moisture 
content while other strength charac- 
teristics become lower. It is a de- 
monstrable fact that a solid fiber box 
packed with canned goods, which 
has been stored in a very humid 
atmosphere and attained a moisture 
content of about 12%, will go 
many times as many falls on a drum 
tester without any breaks in the 
score lines as would be possible if 
the case had moisture content of 3%. 

I do not have any data on tests of 
solid fiber canned goods cases made 
on the recently developed Conbur 
Impact Tester, but I would expect 
that it would show that fiber con- 
tainers resist impact better when 
moisture content is low. It is well 
known that Mullen test is at a 


maximum at a certain moisture con- 
tent for any particular cellulose 
product and decreases at lower and 
higher moisture contents. This is 
now recognized as one of the domi- 
nant variables which must be taken 
into account in evaluating the ser- 
vice to be performed and in drawing 
specifications and devising tests. 
Now to proceed to the second item 
in the engineering approach to our 
problem; namely, the determina- 
tion of the materials or combina- 
tions that will most economically 
give the service required. Here 
again we are in some difficulty in 
the present state of the art. Con- 
flicting claims are made for various 
types of container boards, of adhe- 
sives and of methods of fabricating 
them. Tests are cited which seem 
to prove divergent claims. Railroad 
carriers have set up minimum speci- 
fications which are probably slightly 
in excess of what is needed for some 








items transported; but they are 
‘certainly inadequate for many items, 
as evidenced by the enormous num- 
ber of fiber containers regularly used 
that exceed railroad minimums. 
The present state of the art does 
not permit building up satisfactory 
specifications for fiber containers 
based merely on the strength char 
acteristics or method of manufac 
ture of the component materials 
This is because there is insufficient 
knowledge of the characteristics in 
the components which will give the 
desired characteristics in the box, 
and because the variables in fabri 
cating the component materials may 
dwarf the differences between com 
ponent materials. I submit that, 
in the present state of the art, fiber 
containers should be specified to 
give certain results when repre- 
sentative containers are precondi 
tioned under specified controlled 
humidity and then tested in appara 
tus which simulates the various haz 


ards which occur in use. For some 


Shipping containers encounter 

many extraordinary hazards in 

transit, but in general these 

risks can be classified under 

three heads; compression, im- 
pact, and puncture 










“It was just about here in the routine that the Major gives me the gong.” 
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of these tests the boxes should be 
packed with their contents and 
other tests can be made on empty 
boxes. In general, any box test 
should have as its end point the 
magnitude of the damage to the 
contents rather than the magnitude 
of the damage to the container. In 
some tests, as is true of the com- 
pression test presently used, defor- 
mation of the container under 
stress can be closely correlated with 
damage to contents, thus permitting 
the economy and convenience of 
testing empty boxes. 

The hazards that occur in use can 
be resolved into compression, im- 
pact and puncture. 

I believe the compression test now 
in use is well adapted and correlated, 
and needs little or no modification. 
I have much hope that the Conbur 
Impact Tester, designed and ap- 
proved by the Freight Container 
Board, will be a useful tool as it 
simulates impact, and that by de- 
veloping standard attachments to 
be fitted on the bulkhead, its use can 
be expanded for testing score lines 
with much greater exactness than 
can be attained in a drum tester. 
Mr. R. L. Beach of the General Elec- 
tric Company has designed a punc 
ture tester which may prove to be a 
good tool. The industry is on the 
threshold of perfecting testing ap 
paratus and procedure for inclusive 
tests of complete boxes which simu 
late actual hazards and should make 
possible specifications that are ra- 
tional and economic. I purposely 
omitted mention of bursting or 
Mullen tests because, except as used 
as an indication of resistance to 
puncture (and the Beach tester ap 
pears more rational for that pur 
pose), the Mullen test applies to 
components and I believe the engi 
neering approach demands that we 
specify and test boxes rather than 
components of boxes. 

Don’t misunderstand me. The 
makers of containers should test 
Mullen, tear, absorption, sizing, 
stiffness, bending qualities, flatwise 
crush of corrugated and other char- 
acteristics of component materials 
and fabricated combinations. But 
with the best board materials made, 
it is not uncommon to produce boxes 
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with poor adhesion between the 
components, bad scoring, broken 
down structure from bad printing, 
and as a final result a box which is 
woefully lacking in the qualities 
which a box should have. The 
buyer is interested only in the utility 
of the fabricated box and he should 
not narrow his purchasing field or 
hopelessly involve himself in a mul 
titude of specifications and tests by 
concerning himself with anything 
more than specifications and tests of 
boxes. In other words my thesis is 
that you buy boxes to make a good 
delivery of merchandise. 

Now let us consider the ‘‘fit’’ of 
the contents in the container. ‘‘Fit’’ 
is one of the most important but 
most neglected factors in fiber con 
tainer design. If you gentlemen were 
indulging yourselves in the luxury 
of made-to-order shoes, you would 
see that the fit was as nearly perfect 
as possible. You wouldn't take 
the shoes a couple of sizes larger 
than they ought to be because it 
was easier to put them on 
companies buy oversize boxes be 
cause it would cost them a little 


yet some 


more to pack a closely fitting box. 
You wouldn't let the shoemaker 
give you shoes which he deliberately 
made too large because he wasn't 
skillful enough to make a close fit, 
but many buyers accept oversize 
cases which are made by boxmakers 
who have decided that a case which 
is too small always brings a com 
plaint. 
requires great precision in manu 


A case that is exactly right 


facture, but a case that is oversize 
generally slides through with no 
comment. You wouldn’t accept 
shoes that fitted when you first put 
them on and then stretched out of 
shape, but buyers have accepted 
boxes that change their size and 
shape in use. 

This question of ‘‘fit’’ is really a 
question of having the contents so 
braced against each other and the 
walls of the case (or against interior 
packing where used), that there will 
be a minimum intensity of impacts 
inside the case when the container is 
If two 
people are on the front seat of an 
automobile and it hits a telegraph 
pole, the driver has the better chance 


subjected to rough handling. 


because he is braced by having his 
hands on the wheel. 

The attainment of close fit starts 
with specifying boxes of the proper 
size, and so made of such compo- 
nent parts that distortion of shape 
and size in use will be a minimum. 
But in some applications interior 
packing is needed and careful in- 
vestigating is necessary to arrive at 
the economic solution. A loose fit 
greatly increases the effects of the 
hazards of transportation and, fur- 
thermore, a loose fit cannot be off- 
set by strengthening the container 
itself. 

At the present time there is con- 
siderable ‘‘sloganeering’’ for  ex- 
tended flaps or equivalent devices 
on cases for canned goods, and no 
doubt sooner or later someone will 
come out with Beauty Rest cases in 
which peaches are supposed to slum- 
ber undisturbed when a freight car 
moving at twenty miles an hour hits 
the bumper at the end of a hump 
track. I venture the opinion that 
if engineering instead of ‘‘sloganeer- 
ing’ is applied to the canned goods 
problem, a platform pad between 
the two tiers in a closely fitting case 
will be the economic solution. My 
own investigations to date lead me 
to believe that level resting is not 
much good without a platform pad, 
but a platform pad does a lot of good 
without level resting. 

For about a year, Sub-Committee 
[IV of Committee D-6 of the Ameri 
can Society for Testing Materials 
has been struggling with the prob- 
lem of developing a_ standard 
moisture condition at which box 
tests should be made. In that Com- 
mittee there is great divergence of 
views, which it is hoped will be over- 
come on completion of tests of the 
effect of several methods of precon- 
ditioning boxes. In my opinion it 
would be advisable for that Com- 
mittee to make tests on sister sam- 
ples of boxes preconditioned under 
three separate moisture standards. 
For example, boxes might be pre- 
conditioned for 48 hours at 10% 
also at 40% 
Relative Humidity, and also at 80% 
Relative Humidity, with tempera- 
ture of 65° Fahrenheit in all three 

Continued on page 54 
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NSH WZ 
7 ve ALREADY SOLD WY LL TAKE THE 
HALF OF THIS PILE OF Ny OTHER HALF AT 
PIGIRON. "'MOFFERING | }\ THE PRICE You 
YOU A GOOD PRICE ON =} {¥ QUOTED. I'LL 
THE REST. IT'S ALL L] SEND DOWN FOR 
UNIFORM IN SIZE AND IT NEXT WEEK. 
OUR REGULAR QUALITY. ry =n 




































/ | BOUGHT A LOT OF 


PIG IRON FROM THE 
HILL FURNACE COMPANY 
YESTERDAY. WILL YOU 
MAKE ARRANGEMENTS 
TO HAVE IT HAULED TO 


YES 1 THINK > 
WE CAN HANDLE | 
IT THE LAST OF | 
THE WEEK. - 











THE PLANT NEXT WEEK?) 




















“a 
1 SAW IN THE PAPER 
THAT THE HILL FURNACE 
COMPANY IS IN BANK- 
RUPTCY, 










) WONDER HOW THAT 
AFFECTS US. I'D BETTER 
SEE MR, ROEN. 























WHEN a firm goes into bankruptcy, the trustee for the 

creditors takes the bankrupt’s title to all the property 
owned by him at the time the petition in bankruptcy is filed. 
The trustee cannot take property the title to which has been 
nghtfully transferred before the filing of the petition. 


_ Whose claim is superior in the case drawn above? Apparently 
It was the intention of the seller and the purchasing agent that a 
half interest in the pile of iron pass to the purchasing agent at the 
ume of the agreement. The agreement was that the purchasing 
agent could assume possession at any time. There was nothing 
for the seller to do to prepare the goods or to load them. The 
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THE TRUSTEE WILL PROBABLY 
CLAIM THE IRON YOU BOUGHT. BUT 
| THINK YOU HAVE TITLE TO IT. 
LL SEE THE TRUSTEE AS SOON 
AS THE CREDITORS SELECT HIM. 

















THANK YOu, 1/’D 
LIKE TO HAVE 
THE IRON IF | 
CAN GET IT. 
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buyer and seller regarded each unit of the pile as much like ev: 
unit; that is, as fungible goods. The purchasing agent was wi 
ing to take any half. Hence the exact units which the purchasing 
agent were to take would not need to be separated from the pil 
in order that the goods be identified. The weighing had nm 
been done, but the agreement apparently was that the buy: 
would take half the pile whether there were ten tons or twenty 
Nothing was said as to payment or delivery being prerequisite ¢ 
the purchasing agent’s taking possession or title. The purchasir 
agent should win. 


Copy by H. H. Shively, Babson Institute; drawings by G. E. Tullo« 
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“T come up here to forget business and find a 
mill supply catalog hanging on the nail.” 
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SILHOUETTE STUDIES 


40: George W. Aljian 


HEN A MAN is chosen to head the 
W icnportant program committee 
for a national convention, it is 
pretty good evidence that his as- 
sociates respect his planning ability 
and have complete confidence in his 
determination and capability to 
follow through. Those characteris- 
tics have been apparent in many 
phases of George Aljian’s varied 
activities—high standards of per- 
formance, and the capacity for in- 
finite detail that makes those stand- 
ardsattainable. They were notably 
manifest in the outstanding calibre 
and smooth running of the program 
of N.A.P.A.’s convention in San 
Francisco a couple of months ago. 

He entertains no illusions regard- 
ing any personal genius. He has to 
work intensely for long hours to 
get the results he is after. He is 
quite aware that to undertake 
special responsibilities means con- 
centrated application, but he has 
never shirked a worthwhile assign- 
ment because of it. He believes 
that the average man can get those 
results if he is willing to put in the 
necessary work. The factor that 
lifts him above the average is that 
he possesses, in unusual degree, that 
willingness to do the job right. 

A good deal of this philosophy 
and determination can be traced 
to a family background that had 
more than its share of adversity, 
and rose above unfavorable cir- 
cumstances. As the name _ indi- 
cates, he is of Armenian ancestry, 
born into a cultivated and _pros- 
perous merchant family at Diybe- 
kir, a Turkish province in Asia. 
By race and by position, the Aljians 
were marked as victims of the 
massacre-minded Turks, early mas- 
ters of the technique of minority 
Oppression and property confisca- 
tion. But before the blow actually 
fell, a friendly Turkish official 
gave secret warning that enabled 
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them to flee by night with their 
infant son and such meagre re- 
sources as could be hurriedly col- 
lected and carried along. 

The path of exile during the next 
few months led to Egypt, then Mar- 
seilles, and eventually to America, 
where Bedros Aljian started to 
build life over again in the silk and 
clothing industries he knew so well. 
This activity centered in New Jersey 
and New York City, and there 
he made his new home. Over a 
period of sixteen years, until 1912, 
he was successful enough to satisfy 
a long-cherished ambition to ac- 
quire a modest fruit ranch near 
Fresno, California, and there he 
lived out a long and useful life span, 
achieving a more than ordinary 
measure of content and achieve- 
ment, leaving an affectionate and 
respected memory. The story, in 
detail, would make an unpretentious 
but significant saga of the building 
of an American, and the building of 
America. 


"Sigurd EARLIEST boyhood rec- 
ollections are of Paterson, 
Sterling, Newark, all in New Jersey, 
and of Manhattan. There he grew 
up, graduating from New York’s 
Public School No. 87 in 1910 and 
going on to the DeWitt Clinton 
High School. After school hours, 
whatever time he could spare from 
studies was spent as a newsboy 
and store helper, contributing his 
share to the family budget. 

When the family moved to Cali- 
fornia, he finished his high school 
course at Fresno and found it pos- 
sible to take things a little easier. 
It was when he went on to the 
stiffer requirements of his engineer- 
ing course, and realized how much of 
his academic foundation was due to 
the intense intellectual competi- 
tion at DeWitt Clinton, that he 
was impressed with the philosophy 


of intensive application for its own 
sake, and formed the work habits 
of his later career. 

Prior to entering the University 
of California at Berkeley in 1914, 
he had long debated the choice be 
tween law and mining engineering, 
and started out on the latter cours 
But this decision was altered afte: 
the first year, as he transferred to 
the College of Chemistry. He gradu 
ated with the degree of Chemical 
Engineer in December, 1917. At 
the University, he tried out for th: 
track and basketball squads, but 
did not achieve particular di: 
tinction in either sport. That 
readily understandable, for the busi 
ness of getting an education camé¢ 
first and it was none too eas} 
Furthermore, he was financing | 
way by successfully operating 
valet service. Between these tw 
responsibilities, there wasn’t 
much time left for play. 


ox LEAVING college, Georg: 
has been affiliated with only 
two companies. For a year or 
after graduation, he was with th« 
Hercules Powder Company as a 
chemist and supervisor of T: 
nitro-toluene manufacture, a high! 
active department during that war 
time period. With the signing 
the Armistice, he left Hercules t 
take a position with the California 
& Hawaiian Sugar Refining Cor 
poration, Ltd. an 
handling the co-operative output 
twenty-eight Hawaiian raw sugat 
plantations, and now ranking 
the third largest unit in the cane r 
fining industry of the United Stat 
From 1919 to 1933, he was at tl 
refinery in Crockett, working i: 
operating and technical dep 
ments, chiefly engaged in plant 
search and the standardizatir 
supplies. The transition fron 
latter activity into purchasin 


organization 


Pa 









When the results of 
the standardization program began 


a natural one. 


to show results in greater operating 
efficiency and lower costs, he was 
brought to the San Francisco office 
and installed as purchasing agent. 

As a purchasing executive, it has 
been his policy to know intimately 
the facilities and the costs of his 
major suppliers, and to keep abreast 
of developments in related fields 
that may show promise of new 
ways of doing things, to the ad 
vantage of his own company’s 
operations. Instead of waiting at 
his desk for news of improved proc- 
esses to be brought to him, Aljyian 
promptly set out on a_ personal 
tour of manufacturing plants, con- 
ferring with manufacturers on ways 
and means of putting processes to 
work on C & H supplies. 

As he is located in the West Coast, 
it has been necessary to travel 
thousands of miles to get his in- 
formation at first hand and to 
establish contacts with 
his suppliers at the source. 
of the most resultful work in apply- 
ing such developments to the needs 
of his company and to set up a 
proper working arrangement has 
been done right at the suppliers’ 
plants in the east, the south, and 
the middle west, as well as in the 
west, 


personal 
Some 


where this practical tech- 
nician and progressive buyer gets 
right down to cases with the op- 
erating officials and works out a 
mutual problem to a satisfactory 
conclusion. There has been more 
travel, too, since the company’s op- 
erations have expanded into the 
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eastern territory, with a purchasing 
office on Wall Street, New York 
City, which comes under his super 
vision. Quite early in the game, 
he spent some 
Territory of 


months in the 
Hawaii to become 


familiar with conditions at the 
plantations where the raw sugar is 
manufactured. On that occasion, 
in 1930, he took with him as his 
most charming bride a native daugh 
ter of California, who was Miss 
Donovan 


Marguerite before she 


became Mrs. Aljian. 
STANDS HIGH in the con 


E 
H fidence of his 


sociates, 


business as 
running his department 
with real authority, closely in touch 
with general management policies 
and reporting directly to the gen 
eral manager. He has won the 
whole-hearted cooperation of his co 
workers in the organization through 
his quick appreciation of their work 
and suggestions, his open-minded- 
ness, and spontaneous generosity 
in giving credit where credit is due. 

It is his belief that there is room 
for more practical men in purchas 
ing, which will not fulfill its highest 
purpose to 
proached from a desk or accounting 
angle. 


management if ap 


To him, procurement is a 
science dealing with materials and 
their performance, a science that 
cannot be _ practised 
personal realization of those essen 
tial factors. 


without a 


Quite naturally, his 
favorite theme when called upon to 
address business groups or students 
of management is, 
you're buying.” 


“Know what 


Fabricated Piping Materials 


BENDS + FLANGES - VALVES 
WELDING FITTINGS 
BOLTS AND GASKETS 


A complete price list of all necessary 
materials for fabricating piping. 








In association work, his principal 
interest has been in the educational 
phase. For three years he has 
served as chairman of the educa- 
tional committee of the Purchasing 
Agents 


Association of Northern 


California, discussion 
informative and 
practical nature for the member- 
ship, and collaborating in the estab- 
lishment and conduct of purchasing 
courses in the Extension Division 
of the University of California and 
at the Junior Executive Conferences 
of Stanford University. 


sponsoring 
meetings of an 


In national affairs, his interest 
and keen judgment have been en- 
listed for the work of the Committee 
on the Boffey Memorial Award, of 
which he is now the chairman and 
during the past year as a member 
of the Shipman Medal Committee. 

For two years, he served as 
secretary of the Northern Califor- 
nian Association, and at present 
holds the office of First Vice Presi- 
dent of that organization. 

FAMILY MAN, with a genuine 
thor- 
oughly enjoys his attractive home 
in Oakland and his three youngsters, 
Nancy Anne, 8; James Donovan, 
6; and William 
year old. 

As a photography has 
become quite a serious hobby with 
him, the result of a desire to pre- 
serve a record in both ‘‘still” and 


love for children, he 
Peter, just one 


result, 


‘movies’ of the development of his 
And, like most 
year-round 


growing family. 
Californians, garden- 
ing keeps him actively busy when 
not otherwise engaged with his 
family and business. 

He likes golf, and has played a 
handicap of 10 to 15 over the past 
ten years. As usual, he was drafted, 
while at Crockett, for 
service in the management of his 
club in Contra Costa County, two 
years as president, and eight years 
as a director. He has also been 
actively connected at various times 
as acting manager of the Crockett 
Club, a community athletic or- 
ganization of some five hundred 
members, largely drawn from among 
the employees of his own company. 

Continued on page 55 
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aiiens TWO-SCORE years have 
passed since the first buyer of a 
motor vehicle was studying first 
cost, sources of fuel, replacement, 
and other service problems. The 
handful of cars at the turn of the 
century have multiplied until the 
owners of more than twenty-nine 
million cars, trucks and buses are 
concerned with buying the equip- 
ment, its parts and supplies. Al- 
most as much progress has been 
recorded as to the streets and high- 
ways on which the vehicles must 
be operated. Six hundred _ thou- 
sand miles of surfaced highways have 
lifted us out of the mud, so to speak, 
to such good advantage that the 
roads of the future must be de- 
signed to lift us out of the con- 
gestion of the present day. 

Vehicle and road, 
infinite variety. At one extreme, 
the light passenger car, costing say 
five or six hundred dollars. At the 
other, the heavy-duty truck, selling 
for $15,000 or more, complete with 
chassis, body and auxiliary equip- 
ment. Highways range from the 
secondary or township type, serv- 
ing perhaps a few hundred light 
vehicles a day, to the multi-lane 
arteries over which pass hundreds of 
cars and the heaviest trucks in a 
single hour. 

All told, this country has an in- 
vestment of nearly ten billion dol- 


each has its 
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lars in its motor vehicles, garages 
and other service facilities. To this 
must be added another eight or 
nine billion, to cover the valua- 
tion of the highways created for pub- 
lic use. 

The expense incurred during each 
year of operation is undoubtedly 
much greater than the investment 
in vehicles and facilities. 
If this annual outlay seems high 
just assume that the 29 million 
units average five thousand miles a 


service 


year, at ten cents a mile operating 
cost. 

Or of more interest to the fleet 
operator, take a 2-ton truck, cost- 
ing say $2,000 delivered, for chassis 
and body. Suppose it averages 
10,000 miles a year, for eight years, 
at 20 cents a mile. A rough break- 
down of the annual cost would 
be: 


Depreciation $250.00 
Supplies, parts 800.00 
Labor and other charges 950.00 


Total 2,000.00 


Thus over the life of the vehicle 
the operator would spend from three 
to four times its first cost for fuel, 
lubricants, tires, replacement parts, 
and similar items that require con- 
tinual purchasing attention. In- 
vestment in equipment may be 
spread out over the years, as addi- 
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Twenty Billions for Highway Service 


tions or renewals are required. Bi 
expenditures for 
are almost 
larly for the 
fleet operator of say five or mor 
vehicles, the purchasing job is n¢ 
ending. Hence the importance 
rather the necessity, 
to know the more important d 
velopments in the manufactur 
of the equipment, in operating r 
quirements, and in public cont: 
relating to equipment and operati 
One of the greatest assets thal 


operating iten 
continuous. Parti 


business user, tl 


for such use! 


users of motor vehicles have is 
far-flung system of vendors’ fa 
ties. The manufacture of vehic! 
and parts may be largely conc 
trated in Michigan and _ near! 
states, petroleum refining may 
limited to a few sections of 
country, but these sources of p! 
duction spread far and wide, 
every village and hamlet. Qu 
procurement of repair parts is tl 
made possible, through the 
network of factory branches, deale1 
and service stations. The fl 
operator need carry large stocks 
such parts only for unusual type 
equipment and in locations 
siderably distant from larger cit 
This size of the manufacturi 
branch of the industry has, if a 
thing, accentuated its 
progress. 
the passenger car, 


spirit 
Research is focussed 
perhaps, 
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equipment. 








improvements are soon adapted to 
the smaller-production truck. The 
latter has already benefited by such 
car developments as multi-cylinder 
engines, four-wheel brakes, low- 
pressure (balloon) tires, with possi- 
bilities for the future in recent ad- 
vances in car suspensions. On its 
own, the commercial vehicle has 
been largely responsible for the 
introduction of the Diesel engine, 
air brakes, six-wheel chassis. 

These truck improvements sug- 
gest the extent to which truck mak- 
ers respond to the needs of fleet 
operators, although the car makers 
offer certain models with features 
that make them useful for em- 
ployee operation. In general the 
truck is likely to be designed pri- 
marily for the fleet operator and 
secondarily for the individual owner, 
while the reverse is more often true 
in the case of the passenger car. 

Paralleling these design changes, 
on the part of individual manu- 
facturers, and helping the industry 
to furnish economical ve- 
hicles, are the cooperative activi- 
ties of industry groups and associa- 
tions. An example is the patent 
pool, sponsored for many years by 
leading producers, through the Au- 
tomobile Manufacturers Associa- 
tion. As this pool is now being 
operated, more than a thousand 
patents obtained prior to 1930 by 
various pool participants, are avail- 
able to the others for use, without 
payment of royalties. 

The Association asserts that while 
more than three hundred thousand 
patents relating to motor vehicles 
have been granted by the United 
States, none is so far-reaching as to 
prohibit newcomers entering the 
field. All they must have is “the 
ability to cope with the problems of 
engineering, manufacturing and dis- 
tribution. royalties would 
be paid, but would offer no bar to 


more 


Some 
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No. 1 in a series of articles on the basic features and 
recent developments in design and operation, es- 
sential to efficient procurement of automotive 


Next Month: The Chassis 


operation.”’ And from time to time 
a newcomer does enter the field. 
Another phase of 
activities is the standardization 
work of such industry organizations 
as the Society of Automotive En- 
gineers and The Tire and Rim 
Association. The main purpose in 
this is to obtain industry acceptance 
of specifications making for simpli- 
fication and interchangeability of 
widely used materials, parts, mount- 
ings, test methods and the like. 
The Society has done notable 
work in developing standards for 
the high quality steels required in 
motor vehicle construction. 


cooperative 


Sup- 
pose the design engineers specify 
SAE Steel 3115 for a certain lot of 
steel bars. Then the steel pro- 
ducer and the vehicle maker (and 
the fleet operator if he is technically 
inclined) all know that a nickel 
chromium steel is to be furnished, 
of chemical composition and physi- 
cal properties forming part of the 
standard. But otherwise the So- 
ciety does not undertake to indicate 
the price, quality or proper applica- 
tion of No. 3115 steel. 

Similarly with the standards of 
The Tire and Rim Association. 
Their observance by the tire manu 
facturers makes it possible to inter- 
change the product of different 
factories on a standard rim, so that 
the user is not forced to buy original 
tire equipment whenever replace- 
ments are necessary. But like the 
Society, the Association leaves such 
matters as quality and price up to 
the individual tire and rim makers. 

Appreciation of these efforts of 
the manufacturers is being accorded 
by vehicle users in the form of 
annual purchases, which in recent 
years have reached pre-depression 
levels. Production of trucks and 
buses in 1937 was greater than ever 
before, according to statistics com 
piled by the Automobile Manu 


facturers Association, while passen- 
ger-car output was second only to 
1929. Truck production fell off 
somewhat in 1938, but has shown 
steady gains this year, with the 
possibility that the 1929 production 
may again be attained. 

Increasing business use of the 
motor vehicle is reflected by the 
fact that over a considerable period 
of time the proportion of trucks 
has grown greater. Trucks repre- 
sented about 10% of total vehicles 
(cars and trucks) registered in 1919; 
ten years later the percentage was 
slightly under 13, while in 1938 
it had moved up nearly to 18%. 

In terms of annual production, 
the truck makes an even better 
showing, probably because the pro- 
duction figures include 
and foreign deliveries. About one- 
third of all trucks of American 
make were sold abroad last year, 
the Automobile Manufacturers As- 
sociation 


domestic 


recently reported, but 
only one out of every seven passen- 
ger Cars. 

Truck operation, to judge by 
changes in annual registration, is 
growing less rapidly in the Eastern 
section (states east of the Mississippi 
and north of the Ohio and Potomac 
Rivers) than elsewhere in the United 
States. In the years after the World 
War, the Western section (states 
west of the River) 
showed the greatest increase, but 


Mississippi 


more recently the Southern section 
(east of the Mississippi and south 
of the Ohio and Potomac) took 
first place. The changes for the two 
periods were as follows: 


Increase in Annual Truck 
Registrations, Percent 
1932 1938 
over over 
Section 1921 1932 


United States 230.0 29.7 
Eastern 49.7 11.1 
Southern 241.9 63.3 
Western 428.8 45.2 


The year 1932 has been chosen 
for the end point in each of the 
truck 
registrations for the whole country 


above comparisons, since 


were than the 


Continued on page 51 
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It takes 120 tons “ae | 


of water, 5 tons of air--ore, coal x 
limestone--and MEN to make a ton of | 


You hear a lot these days about the mechani- 
zation ofindustry. Youngstown hasits share.... 
in the past 10 years we have invested $94,000, 
000 in new, improved equipment to assure im- 
proved, more accurate steel. 

But steel is still a job for men, and men count 
more than mechanism in every ton of steel. 

All the good men aren't in Youngstown plants 
of course, but we'll back our bunch against 
any crowd in any industry in the world. The 
way these furnace men watch heats as con- 
scientiously as a doctor watches a thermometer.. 
.the uncanny speed of operators in getting 


Youngstown Steel 


skelp out of the furnace so the | 
complete and sound before a si! 
pipe gets a chance to cool....in: 
are as careful of the final piece at 
day as of the first in the morning 
men on the cold mills who w 
needles as though their lives depe 
It's men like these that make us 
department, proud to be able 
Youngstown steel. We don’t say 
good steel in the world because th 
good men in our industry too. Bu 
and we'll back it with everything 
that there’s no finer steel made any 
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e At the Union Drawn Division Massillon mill, 
modern automatic screw machines in charge 
of an experienced operator have been running 
continuously for years. Into their feed tubes 
have gone tons of bar steel. From their spindles 
have come millions of finished steel parts, 
destined only for the scrap heap. 


They are “standard test parts” like that illus- 
trated, incorporating every common “auto- 
matic” machining operation, but USELESS 
so far as application is concerned. Yet they 
serve a very practical purpose in helping 
manufacturers to make USEFUL parts of 
higher quality at lower cost. 


Different steels—standard, special and experi- 
mental analyses—are cut under a variety of 
conditions. Their behavior is carefully ob- 
served and accurate records of speeds, feeds, 
surface finish, tool life and production time are 
kept and studied. 


From this practical study of machinability 
have come many developments contributing 
new economies and other production benefits 
to the manufacture of steel parts. 


1. It has formed the basis for research from 


Your Produdtion. 


BESSEMER STEELS 
Freecut (S.A. E. 1112) - Supercut (S. A. E. 





which new free-cutting steels have been born 
and old analyses improved to afford greater 
machining efficiency. 


2. It has pointed the way to alterations and 
improvements in steel processing methods 
which develop a higher degree of machin 
ability in steels of all analyses. 


3. Finally, applied to field study of equipment, 
practice and products, it has enabled Union 
Drawn Field Service Men to offer constructive 
assistance to hundreds of parts manufacturers in 
lowering their costs and improving their output. 


When a Union Drawn Field Service Man 
offers to work with you, remember that the 
knowledge he brings to your problems is backed 
by actual experience in the production of mil 
lions of steel parts. Union Drawn Stee! Division 
of Republic Steel Corporation, Massillon, Ohio. 



















X-1112) 


OPEN HEARTH AND ELECTRIC FURNACE STEELS 
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INFORMATION 
—the Function of Advertising 


SK THE AVERAGE man _ what 
A is the function of a salesman or 
a purchasing agent, and you get 
an answer—practically the same 
answer from everyone. There is a 
general agreement on what selling 
and purchasing are. Those func- 
tions are considered necessary to 
business, and one does not hear 
economists arguing that purchas- 
ing and selling are economic waste, 
and that their reduction or elimina- 
tion would permit the lowering of 
prices. 

But when we ask the average 
man what the function of advertis- 
ing is, we get a variety of answers. 
There is no general agreement. In 
fact, some economists argue that 
advertising is an economic waste, 
contributing to higher prices than 
necessary. 

To determine the function of ad- 
vertising, examine the word. To 
advertise means to inform, especi- 
ally to give information publicly. 

And that function places it be- 
tween the functions of selling and 
purchasing, for before the buyer 
can buy what the seller has to sell, 
the buyer must be informed regard- 
ing the product or service involved. 

Long before the advertising pro- 
fession came into being, the func- 
tion existed. Buyers had to be in- 
formed, and it was the salesman who 
did the informing. That’s an im- 
portant point—the salesman did 
the informing. That means he did 
the advertising, and he still does 
most of the advertising. For when- 
ever a salesman finds it necessary 
to inform the buyer what the article 
is and what it will do for the buyer, 
who the manufacturer is, how much 
the article costs, etc., the salesman 
is not selling, he is advertising. 
Only after the buyer’s questions re- 
garding the product and the manu- 


Address before the Purchasing Agents’ 
Association of St. Louis. 
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Advertising must serve the buyer 
if it is to serve the seller well 


Cc. B. DIETRICH 


Advertising Manager 


Wagner Electric Corporation 


St. 


facturer are answered, does the 
actual selling begin. 

If that were better understood, 
the advertising man’s job would be 
far easier than it usually is, and 
there would be less indecision as 
to how much advertising to do, to 
whom, what should be said in the 
advertisements, etc. Nor would 
there be such silly ideas of what is 
or is not an advertisement, how 
long an advertisement should be, 
how often it should be run, and the 
like. 

Let’s suppose the XYZ Com- 
pany did not do any advertising at 
all—that is, placed no advertise- 
ments in newspapers and maga- 
zines, used no billboards or posters, 
distributed no handbills on front 
door steps or all over your front 
lawn, hired nobody to yell at you 
over the radio or telephone, mailed 
you no letters or printed material 
of any sort. That puts the job of 
informing you on the shoulders of 
the XYZ salesmen. 

Now let’s suppose the owner of 
the XYZ Company, realizing that 
his salesmen did the advertising 
(informing), decided to apply to 


his salesmen’s efforts the same 


ideas some people mistakenly hold 


regarding advertisements. He’d 
say to his salesmen, “Boys, it is 
not what you say, but how you say 
it.” Or: ‘Talk for three minutes, 
and then say ‘Good-bye’ and beat 


it.” Or: ‘“‘You waste your time 


Louis 


if you expect those purchasing 
agents to be interested in learning 
about our product. Show ’em pic- 
tures of pretty girls instead, or 
powerful elephants, or a Greek 
discus thrower—or tell them about 
the Battle of Blenheim, or Patrick 
Henry’s great oration in which he 
said, ‘Give me liberty, or give me 
death.’ ”’ 

Ridiculous, isn’t it? 

When the salesman does the in- 
forming, or advertising, he is not 
restricted with rules and regulations 
as to how long he should talk, how 
much information he should give, 
how often he should call on the 
buyer, when he should call on him, 
and where. He is expected to talk 
as long as is necessary to tell the 
buyer what he must know and wants 
to know before he can decide 
whether or not to buy. That may 
mean three minutes, or it may take 
an hour, or several hours. 

The salesman’s sales talk should 
cover essential information—infor- 
mation actually needed by the pros- 
pect to make a purchase. If 100 
words will swing the sale, 100 words 
are enough, and more words are 
just that many too many. If 
10,000 words are needed to tell the 
story, then 9,900 may be too few 
to swing the sale. 

And the salesman will be expected 
to call often enough to get the busi- 
ness; not an arbitrary one call per 
month, or per week, or per year, 
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It takes more 
than Good Intentions 


to do a Job Right 


An D it takes more than 
good intentions to put quality into wire. 
We have been making wire for over 100 
vears. In that time we have built up a 
background of experience which has 
been of great value to our customers. 
For in that time we have fully de- 
veloped all of the requirements for put- 
ting high quality into wire. You can 
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AMERICAN STEEL 


Cleveland, Chicago and New York 


year, 


Columbia Steel Company, San Francisco, Pacific Coast Distributors « 
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count upon American Qua 
give the best results with 
economy. 

American Quality Wir 
checked at every stage ol 
ture to assure that it Is acct 
metallurgical and_ physic: 
This product is produced 
range of sizes, grades, shap 
vses. Our Sales Departme: 
gineering Staff will be glad t 
in determining which wit 
serve your own particular 1 
and our plants are strategic 
so that deliveries can be m 
your production schedul: 


Weavir 
Wire 


Premier Spring Wire 
Bolt, Rivet and Screw 
Wire Pinion Wire 
Stock Premier Tested W 

Stock Hair Pin Wire 

Spring Wire - Piano Wire 

Steel Bars - Pump Rod Bars 
Rods Also U-S-S Stainless and Hea 


COMPAN 


United States Steel Products Company, New York 

















Good light for easy seeing is an essen- 
tial in the pattern shop of the Lake 
City Malleable Company in Cleveland. 





“LIGHT CONDITIONING 


reduces errors ...Saves money 1n our plant” 


says J. J. WITENHAFER, Auditor 
The Lake City Malleable Company 


ss NE of the results of light-condition- 


ing our plant,” according to Mr. 
Witenhafer, “has amazed us. Giving the 
men plenty of good light, we have found, 
reduces errors, saves us money. Another 
point: A man who can do a good job 
under ordinary lighting can do a better 
job, with less effort, under good lighting.” 
The lighting, as shown in the photo, is a 
combination of high intensity mercury 
and 750 watt G-E MAZDA lamps in mod- 
ern reflectors that produce well-blended 
illumination and that make seeing easy. 
Today, the kind and amounts of light 
needed for various industrial processes 
can easily be determined. For example, 
certain kinds of close seeing, precision 


work, require 50, 100 or more foot- 
candles of light to be done efficiently. 
With a General Electric Light Meter, you 
and your shop foremen and plant super- 
intendents can measure the light ac- 
curately. 


For specific information on the combined 
mercury and incandescent lighting now 
satisfactorily used in many industrial 
plants, write to Dept. P-G, at either ad- 
dress given below. 


USE A G-E LIGHT METER 


to measure the lighting in your 
plant and to find out whether the 
various departments get enough 
uniform light for easy seeing. Costs 
$11.50. 





GENERAL @ ELECTRIC 


General Electric Vapor Lamp Co. 
807 Adams Street, Hoboken, N. J. 


Incandescent Lamp Dept. 166 
Nela Park, Cleveland, Ohio. 
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but as many as necessary. And 
on whom should he call? Why, 
on the man or men who make or 
influence the purchase. Where? 
Wherever the prospect can be sold 
whether at the place of business, 
his home, his club, wherever one 
can get his attention and time. 

Now let’s convert that verbal 
advertisement into a written one. 
Let’s do with printers’ ink what the 
salesman did with his tongue. Let’s 
reach the prospect through his eye 
instead of through his ear. In 
everyday language, let’s advertise. 

How many would tell the ad- 
vertising manager, “Do what you 
would do, say what you would say, 
if you were a salesman.”’ Purchas- 
ing agents would no doubt so in- 
struct the advertising manager. 
I know, after having talked with 
many a buyer. I am one of those 
fellows who tries to aim at some- 
thing first, and then shoot. In 
other words, I try to find out first 
what the prospects want to know 
before they will consider buying 
our products. Simple, isn’t it? 

Yet the work of an advertising 
manager is not so simple as all that. 
Advertising, like the weather, is 
much talked about, and everybody 
had a different idea of what it should 
be. To do a good advertising (or 
informing) job, the advertising man 
has constantly to battle precon- 
ceived convictions regarding how, 
where, when, what—in an effort 
to tell the prospect what he needs 
to know and wants to know. 

Why should that be? I don't 
know the answer to that question. 
Perhaps it is because so little is 
known about the function of ad- 
vertising by so many who have 
something to say about it. 

Just recently, I showed a trade 
paper salesman a new advertise- 
ment about to be released. He 
looked at it and said, ‘‘You’re 
not going to run that, are you? 
That isn’t an ad! That’s a catalog 
page.” So I asked him to define 
an advertisement, and in_ his 
effort to do so, he showed me 
several ads which in my estimation 
started nowhere and ended at ex- 
actly the same place, filled space, 
but said nothing to make the pros- 


PURCHASING 





~~~ 


ee 


™err 











hy, 
or 
re? 
sold 
ess, 
one 
‘bal 
yne. 
the 
et’s 
eye 
In 
‘ise. 
ad- 
you 
say, 
nas- 
in- 
ger. 
vith 
10Sse 
me- 
In 
first 
now 


ying 


sing 
hat. 
, is 
ody 
yuld 

(or 
man 
con- 
1OW, 
fort 
eeds 


on't 
‘ion. 
e is 

ad- 


lave 


rade 
tise- 

He 
u're 
you? 
alog 
efine 

his 


ition 
| @X- 
pace, 
»rOs- 














pect any better informed. I pointed 
at the worst example and asked, 
“Would you walk into my office, 
say what that ad says, and walk 
out?” He studied the ad for a 
moment and said he would not; 
he’d have to say much more. And 
then he began to wake up; for the 
first time in his life he became 
aware of the function of an adver- 

















tisement. He had pictured himself | Z 


to be a prospect for the article ad- 
vertised, a purchasing agent for him- 
self or his employer, and immedi- 
ately the advertisement appeared to 
him as it looked to his prospect, a 
few idle words, well arranged, 
typographically perfect, grammati- 
cally right, with a pretty illustration 













—artistic, to be sure, but un- | & 


fortunately nothing in it to convirice 
a would-be buyer. The advertise- 
ment might have won first prize at 
an advertising convention, but it 
would undoubtedly have won the 
booby prize at a purchasing agents’ 
convention. 

What should the purchasing agent 
look for in an advertisement? Why, 
he should look for what he wants 
to know. If he wants to know why 
a Type XX Whatsit should be 
used instead of a Type XXX, 
that’s what he’ll look for in an ad- 
vertisement on whatsits. He'll look 
for answers to his question, “Why?” 
And if the advertisement does not 
tell him why, he'll undoubtedly 
turn the page and devote his at- 
tention to a more informative ad. 

An electrical contractor would 
undoubtedly ask our salesman, 
“Why should I buy from you? 
What service have you to offer me 
in my work?” To answer that 
question, we ran an advertisement 
on our wide variety of motors, 
showing tables of sizes, their fea- 
tures and application, an assurance 
to buyers that the right motor 
would be furnished on each job. 
Does that interest the electrical 


contractor? We mentioned three | 


bulletin numbers in this advertise- 
ment, and it is interesting to note 
how many inquiries during the past 
month asked for exactly those three 
bulletins, proving that the ad gave 
information that such readers are 
looking for. 


Juty 1939 






































The next advertisement 
in this series will appear 
in Time, August 7 


Industry needs more assurance 
in buying than price alone .. . 


@ It is perhaps significant that so large a percentage 
of American Chain & Cable products move from the 
maker to the user with so little discussion of price. 


This may be due to the Company’s good fortune in 
winning and holding the confidence of careful, ana- 
lytical buyers. 


To the Company’s customers the deeper meaning of 
‘In Business for Your Safety’’ includes many definite 
assurances against personal risks and business hazards. 


Prevention of accidents is one. But the Company’s 
137 products, from Weed Tire Chains to Tru-Lay 
Preformed Wire Rope and other ACCO Quality Products, 
provide ‘‘safety”’ in additional forms. Among them are 
dependable delivery—reduction of breakdowns and 
delays—maintenance of production schedules—security 
of the investment. 


On such a foundation the American Chain & Cable 
Company will continue to build in the future—as it 
has in the past—for Good Will, Confidence, Permanence. 


See our exhibit, Metals Building, New York World’s Fair 


AMERICAN CHAIN & CABLE COMPANY, Inc. 





BRIDGEPORT © CONNECTICUT 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION # FORD 
CHAIN BLOCK DIVISION ¢ HAZARD WIRE ROPE DIVISION @ HIGHLAND IRON AND STEEL DIVISION 
MANLEY MANUFACTURING DIVISION e OWEN SILENT SPRING COMPANY, INC. ¢ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION © READING STEEL CASTING DIVISION @ WRIGHT 
MANUFACTURING DIVISION @ IN CANADA: DOMINION CHAIN COMPANY, LTD. « IN ENGLAND: BRITISH 
“WIRE PRODUCTS, LTD. # THE PARSONS CHAIN COMPANY, LTD. In Business for Your Safety 
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FOR BEST RESULTS WITH 
GUMMED SEALING TAPE 
insist on 
Blue Star 
PLANET 


one “planet” that 

sticks mighty close to the 

‘“sgun.”’ he “sun”? is your 

package sealing problem... 

the “planet” is Blue Star 

PLANET Sealing Tape... 

and when it comes to stick- 
ing . . . there’s nothing to < 

en — beat it! PLANET is a quick- ING 
sticking, sure-gripping tape. When you examine a sample coil you’ll see why : 
Blue Star Tapes deliver the goods, with safety—always. 


Here’s 





If your paper merchant cannot supply you—-write us for a free coil of Blue Star 
PLANET. 


) McLAURIN-JONES CO. 


BROOKFIELD, MASSACHUSETTS 


NEW YORK - CHICAGO - LOS ANGELES 


MAKERS OF McLAURIN-JONES GUARANTEED FLAT GUMMED PAPERS — WARE FOILS — WARE COATED PAPERS 


ARMSTRON 


ARMSTRONG 
TOOL HOLDERS 


to Guarantee Profits 


The safety factor of every business is its ratio be- 
tween costs and income. In this margin lies not 
only its future but its very hope of continued exist- 
ence. 
that make costs, that success or failure are deter- 
mined, for these incidental commonplace, every- 
day operations are the essence of business itself. 
In guarding these all important small costs no safer 
policy can be adopted than to make it a rigid rule to 
use ARMSTRONG TOOL HOLDERS on every 
possible operation, for in the Armstrong System 
and efficiency that are universally accepted as the 
(1st) The Saving of “All Forging, 70% Grinding and 90% 
High Speed Steel" by using cutter bits ground from stock shape of High Speed Steel in a 
permanent ARMSTRONG TOOL HOLDER. (2nd) The efficiency of ARMSTRONG 
cutting tool design, based on continuous research and tests and backed by world wide ex- 
perience. (3rd) The elimination of single pupae cutting tools and their replacement— 
permanent multi-purpose ARMSTRONG TOOL HOLDERS each of which effectively 
equals a complete set of forged bar tools. 
The Armstrong System provides ARMSTRONG TOOL HOLDERS for every operation 
on lathes, planers, slotters and shapers and ARMSTRONG TURRET LATHES and SCREW 
MACHINE TOOLS for turret lathes and screw machines. Keep up with developments in 
the Armstrong System. Write for an ARMSTRONG Catalog today. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People”’ 
303 N. FRANCISCO AVE., CHICAGO, U.S.A. 


Eastern Warehouse and Sales: 199 Lafayette St., New York 


San Francisco London 
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lies fundamental principles of econom 
basis for modern shop practice. 
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And it is in these innumerable minor factors | 


Incidentally it may be of interest 
that this ad was released only after 
our maintenance man, who 
in our plant holds the position 
equivalent to an electrical contrac- 
tor, worked with the ad writer and 
checked the contents of the ad- 
vertisement’ to make sure that it 
included what men in his capacity 


own 


were interested in learning. How 
many words in this ad? I haven't 
counted them—never do. There 


must be a thousand. The ad is 
much too long for readers who are 
not interested, but we are not ad- 
vertising to them. It isn’t long 
enough for readers who are in- 
They are writing for the 
bulletins to read even more on this 


terested. 


subject. 
Advertising, whether in maga- 
newspapers, as handbills 


or direct-mail, in whatever form, 


zines or 
must give the information desired 
by the prospect if it is to bring re- 
We re- 
cently released a direct-mail item 
covering three pages, thirty illus- 
trations, and 
mostly in 


sults. No more, no less. 


several thousand 
8-point type, 
demand on the 
jobbers 


words, 
which is in such 
part of our automotive 
that we now have to limit its use 
in order to keep our advertising 
budget balanced. Why? Because 
jobbers find it says what they want 
their own salesmen to say, sales 
arguments that must be used on 
garagemen to sell them hydraulic 
brake service tools and assortments. 

These advertisements I have men- 
tioned are not exceptional, not any 
more. The advertising profession 
has done a great deal of research 
work, has made many contacts 
with the people being advertised 
to, and as a result has learned, by 
trial and error, why some advertise- 
ments succeed and others fail. That 
is a subject in itself. 

Just as sales presentations have 
been listened to and recorded be- 
hind closed doors through concealed 
microphones, unknown to salesman 
and purchasing agent (perhaps a 
great many buyers have been guinea 
pigs without knowing it) and then 
leisurely analyzed to determine why 
one landed a sale and another failed, 

Continued on page 49 
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JUNE 1 

Warren, Pa.—Dinner meeting 
of the Northwestern Pennsylvania 
Association at the Conewango 
Club. Commodity reports given 
by A. W. Clinger, W. E. Cooney, 
and P. L. Gideon. Motion pic- 
ture, ‘Walls Without Welds,” 


showing the manufacture of steel 
tube. 


Columbus—Annual Golf Party 


of the Columbus Association at the 


Winding Hollow Country Club, 


followed by a dinner at which 


golf prizes were awarded. 


. . remember that 


BRUNT builds 


better BOXES 


WHEN YOU HAVE A PACKAGE PROBLEM 
BRUNT ORIGINAL DESIGNS PERFORM WHERE 
STANDARD TYPES FAIL 


AUTOMOBILE 
RADIATOR CORE 
BOX 


SAVES STORAGE 
| SPACE 

AND TRANSPOR- 
TATION COSTS 















Patent applied for 
DOUBLE DESIGN box used for shipping Auto- 
mobile Fenders, Radiator Cores, 600 Ibs. of Textiles 
and many other hard-to-package commodities. 


BRUNT & COMPANY 


CORRUGATED FIBRE BOXES 
CORRUGATED PAPER PRODUCTS 


6935 W. 65th STREET 


| 


i 


PAGE 44 





CHICAGO, ILLINOIS 


Among the Associations 


San Francisco—Luncheon meet- 
ing of the Northern California Asso- 
ciation at the Palace Hotel. 
Speaker: Frank D. Bryant, General 
Convention Chairman, ‘““The Na- 
tional Convention in Retrospect.’ 


Kalamazoo—Luncheon meeting 
of the Kalamazoo Valley Associa- 
tion at the Columbia Hotel. _—_Dis- 
cussion of current commodities led 
by Wayne Crotty. 


JUNE 5 
Houston—Final spring luncheon 
meeting of the Houston Associa- 


tion. Reports were given of the 
San Francisco convention. 
JUNE 6 

Oakland—Luncheon meeting of 
the East Bay Group, Northern 
California Association, at the Lake 
Merritt Hotel. Sound motion pic 
ture, ‘‘Harvest of the Years,”’ 
presented by the Ford Motor 
Company. 


JUNE 8 


Indianapolis—Annual picnic and 
golf tournament of the Indianapo- 
lis Association, at the Hillcrest 
Country Club. The following of- 
ficers were installed for the coming 
year: President, G. C. Mercier of 
P. R. Mallory Co.; Vice President, 
T. J. Scanlan of R.C.A. Manufac 
turing Co.; Secretary, G. L. Stalker 
of W. J. Holliday Co.; Treasurer, 
L. Moller of Carter Lee Lumber 
Ca.: National Director, C. E. 
Byrket of Central States Envelope 
Co. 


San Francisco—Luncheon meet- 
ing of the Northern California As- 
sociation at the Palace Hotel. 
Sound motion picture, ‘Sierra 
Playgrounds,” presented by A. C. 
Joy of the Pacific Gas and Electric 
Company. 


Seattle—Dinner meeting of the 
Washington Association at the 
Washington Athletic Club. Dis- 
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cussion, ‘““Things to Avoid While 
Vacationing,” led by Dr. Earl 
Palmquist. 


Springfield, Mass.— Dinner meet- 
ing of the Western Massachusetts 
Association at the Springfield 
Country Club. Two motion pic- 
tures, one on golf and the other on 
adventures in Alaska. The meet- 
ing was preceded by the annual 
golf tournament. The annual elec- 
tion was held, and officers for the 
coming year were elected as follows: 
President, William M. Case; Vice- 
President, S. J. Kennedy; Secretary, 
D. E. Warner; Treasurer, R. Price; 
Executive Committee, L. P. Marshall, 
A.L. Converse and Frank E. Phillips. 


Los Angeles— Dinner meeting of 
the Los Angeles Association at the 
Elks Club. Convention reports 
given by delegates. Special enter- 
tainment and music. 


JUNE 12 

Columbus—Dinner meeting of 
the Columbus Association at the 
Elks Home. The new officers for 
the coming year were inaugurated 
and a report of the convention in 
San Francisco given by Miss Helen 
Zeise. 


Reading—Annual dinner meet- 
ing of the Reading Association at 
the Brookside Country Club. The 
following officers were selected for 
the coming year: President, A. M. 
Johnson of American Chain & 
Cable Co.; Vice President, Fred 
Moesser of Doehler Die Casting 
Co.; Secretary, H. H. Hollenback of 
Dick Brothers, Inc.; Treasurer, 
C. H. Yoder of Merritt Lumber 
Yards; National Director, C. E. 
Thompson of Berks Engineering 
Co. 


JUNE 13 

Cincinnati— Dinner meeting of 
the Cincinnati Association at the 
Clovernook Country Club. The 
following officers were chosen for 
the coming year: President, Wil- 
bur N. Muchmore of the Frank F. 
Taylor Company; Vice Presidents, 
James P. Fath of the Estate Stove 
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IM THE FAN THAT 


KEEPS YOU COOL 


WITHOUT DRAFTS / 
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“Streamliners” 


= There’s a SAFE way to keep cool this summer! And it’s the 
most comfortable cooling action you’ve ever felt—the Victor 
“Overheads” § ‘*Miracle-Breeze.’’ No intermittent drafts or blasts that cool 
only one person at a time, that invite dangerous summer colds 
Victor Breeze-Spreader Fans distribute a gentle, yet steady 
breeze over a wide area and keep everybody cooler—all the time! 
SRE” No other fan can give you this safe, refreshing comfort— it’s ex 
clusively Victor’s. 
Every Victor Fan is quality built—is equipped with Victor’s own 
super-powered motor. Before you buy any fans this year, see the 
Victor line. And by all means, see the famous Victor Ribbon Test 
—visual proof that it’s smartest—and safest—to buy Victor Fans! 


<—_ VICTOR ELECTRIC PRODUCTS, INC. 


2968 Robertson Ave. Cincinnati, Ohio 


FREE VICTOR ELECTRIC PRODUCTS, INC 


2968 Robertson Ave., Cincinnati, Ohio 


“Tornados” 





| wantto know more about the entire 


| 
CATA LOG Line. Please send me the new Victor Catal ! 
i 
{ 


Name — 


SEND COUPON Address 
NOW! City State 
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TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S. A. 


MEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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Co. and George F. De Silver of the 
Pickering Hardware Co.; Jvreas- 
urer, Ralph C. Lewis of Warner 
Elevator Mfg. Co.; Secretary, 
Edward H. Cordes of E. Kahn’s 
Sons Co.:; National JDtrector, 
Andrew Kueffner of the Century 
Machine Co.; Directors, Wm. 
McK. Reis of R. K. LeBlond 
Machine Tool Co., Milton Mad- 
dux, County of Hamilton, and Ed 
C. Frederick of The Frederick 
Steel Co. 


New York—Dinner meeting of 
the Metropolitan Purchasers’ As- 
sistants Club at the Hotel Great 
Northern. Speaker: L. Rohe Wal- 
ter, Advertising Manager of the 
Flintkote Co. and President of 
the Direct Mail Advertising Asso- 
ciation, ‘Spending Money _ to 
Make Money.” The following of- 
ficers were chosen for the coming 
year: President, George M. Jewes 
son of Standard Brands, Inc.; Vice 
President, Edwin B. Bachman of 
A. & M. Karagheusian Inc.; Secre- 
tary, William P. Durland of Worth- 
ington Pump & Machinery Co.; 
Treasurer, J. A. Reynolds of U. S. 
Rubber Products, Inc.; Chairman 
of the Board, Charles Panzica of 
Premier Metal Etching Co 


Vancouver, B. C.— Dinner meet- 
ing of the British Columbia Asso- 
ciation at the Point Grey Golf 
Club. The following officers were 
installed for the coming year: 
President, Albert E. Baker of 
British Columbia Pulp & Paper 
Co.; Vice President, R. C. Girling 
of Canadian Canners, Ltd.; Secre- 
tary, W. Letham of Imperial Oil, 
Ltd.; Treasurer, G. R. Morrow of 
Canadian Telephone & Supplies, 
Ltd.; National Director, A. W. 
Ker of Gordon and Belyea, Ltd. 


Tulsa—Dinner meeting of the 
Tulsa Association. Report of the 
May 15-18 New Orleans meeting 
of the standardization committee 
on oil country tubular goods given 
by H. W. Ladd, Stanolind Co. 


JUNE 14 


Buffalo—Final spring dinner 
meeting of the Buffalo Association 





Only 
WIREGRIP 


Belt Hooks 


have the paten- 
ted blue Align- 
ing Card that 
holds hooks in position, prevents 
them from loosening, prevents hook 
loss from handling, prevents waste 
of short ends. Every WIREGRIP 
Hook to the last one can be used 


Flexible BELT LACING 
STEELGRIP is a stronger lacing 
for all power and conveyor belts. 
Clinches smoothly into belt, com- 
presses ends, prevents fraying, 
2-piece hinged rocker pins prevent 
excessive wear. In boxes or long 
lengths. 


Write for Catalog 


ARMSTRONG-BRAY 
& CO. 
“The Belt Lacing 


/ommawe. 
People" 
321 N. Leemis St. 
Chieage, U.S. A. : 


at the Hotel Lafayette. The fol 
lowing officers were selected for 
the coming year: President, 
Charles T. Boldt of Bliss & Laugh 
lin, Inc.; Vice Presidents, Robert 
L. Cavanaugh of Buffalo Tank 
Corporation and William J. Irv- 
ing of The Peter Cooper Corp.; 
Secretary - Treasurer, Russell H. 
Sharp of U. S. Reclaiming Co., 
Inc.; Directors, Russell Unkrich 
of Hinde & Dauch Paper Co., Stan- 
ley W. Ferguson of Spencer Lens 














Co., and Mr. Irving. 


San Diego—Dinner meeting of 
the San Diego Association at the 
Hotel El Cortez. The following 
officers were installed: President, 
C. A. Peace; Vice President, A. J. 
Biddle; Secretary, Morris Sloper. 


JUNE 15 
Dayton—Annual picnic of the 


Dayton Association at the Miami 
Valley Golf Club. 


Kalamazoo—Luncheon meeting 
of the Kalamazoo Association at 
the Columbia Hotel. Speaker, C.A. 
Boss, newly elected vice presi- 
dent of District No. 4. 


Lake George—Annual June out- 
ing of the Eastern New York Asso- 


ciation at the Antlers. 
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Pawtucket—Annual summer out- 
ing and golf tournament of the 
Rhode Island Association at the 
Pawtucket Golf Club. 


Chicago—Dinner meeting of the 
Chicago Association at the Hotel 
Sherman. Speaker: A. H. Schwei- 
tert, Assistant Traffic Director 
of the Chicago Association of Com- 
merce, ‘‘The Relationship Between 
Transportation and Purchasing.”’ 


JUNE 16 


Milwaukee—Annual dinner 
meeting of the Milwaukee Associa- 
tion at the Blue Mound Country 
Club. The meeting was preceded 
by a golf tournament in the after- 
noon. The following officers were 
elected for the coming year: 
President, T. H. Schultheis of J. 
Rauschenberger Co.; Vice Presi- 
dent, E. H. Jones of E. R. Wagner 
Mfg. Co.; Secretary, E. J. Peters 
of Pittsburgh Plate Glass Co.; 
Treasurer, R. L. Roeder of Perfex 
Corp.; National Director, F. S. 
Wilhoit of Cutler Hammer, Inc.; 
Local Director, Edward Larson of 
Hamilton Beach Mfg. Co. 


Norwich, Conn.— Annual Ladies’ 
Day of the Connecticut Associa- 
tion at the Norwich Inn. 


JUNE 20 


Oakland—Luncheon meeting of 
the East Bay Group, Northern Cali- 
fornia Association. Speaker: Ezra 
W. Decoto, ‘“ABuggy Ride Through 
Alameda County in 1854.” 


St. Louis—Dinner meeting of 
the St. Louis Association at the 
Hotel York. Pictures of the San 
Francisco convention were shown. 


New York—Annual dinner meet- 
ing of the New York Association 
at the Builders’ Exchange Club. 
Speaker: William B. Dickson, 
Former Vice President, U. S. Steel 
Corporation, ‘‘Labor Relations in 
Modern Industry.’ The follow- 
ing officers were re-elected for the 
coming year: President, Harold 
K. LaRowe of Dairymen’s League 
Co-operative Association, Inc.; 
ice Presidents, J. Raymond Boyle 
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CONSTRUCTIVE BUYING 
CUT PACKING COSTS 
OF THESE ITEMS 









Here's one of hundreds of dem- 
onstrations of the value of alert 
buying—by bundling unit cartons 
with Signode Steel Strapping the 
shipper saves 37% over the old 
way (illustrated below). 

Check your packing methods — 
chances are you'll discover 
opportunities for similar savings! 














of The Prudential Insurance Co., 
and Thomas I. Savage of Murphy 
Treasurer, Edward 
B. Fielis of New York & Queens 
The dents, J. F. Condon of E1 
new Executive Committee includes 
Walter E. Cummin of White Labo- 
ratories, Inc., and R. Park Lam- 
born of Kennecott Copper Corp. 


Varnish Co.; 


Electric Light & Power Co. 


JUNE 21 
Erie, Pa. 


Annual dinner meet- 
ing of the Erie Association at the 














































*The percent of 
saving is an actual case 
history which may be seen in our files, 
only the figures are hypothetical. 


@ Before you buy, before you sign a: 
order—you may have tangible proof in black 
and white of the economies your firm ca: 
expect through standardizing on Sign 
methods of packing and shipping goods 
Prepare now for the next rush requisitio: 
that hits your desk for packing and shipping 
materials. Have your secretary cal! in the 
Signode man. Ask him to analyze your shi; 
ping problems and report direct to you. Learn 
without obligation of course, how the Signode 
System of Tensional Steel Strapping wil! hel; 
your firm move goods in any form—cartons 
boxes, skids, crates, bales, bundles up 
carloads —at lower costs through savings i: 
packing materials, in freight, reduced damage 
and pilferage claims, and increased custome: 
preference. 

In more than 350 different industries, P.A.'s 
today are getting credit for more constru: 
tive buying and are simplifying department 
routine through the Signode Buying Plan 


SIGNODE 


STEEL STRAPPING CO. 


2602 N. Western Ave., Chicago, III. 
371 Furman Street, Brooklyn, N. Y, 
454 Bryant Street, San Francisco, Calif 
40 OFFICES IN UNITED STATES AND CANADA 


Tensional Steel Strapping 


Sunset Inn. The following 
were chosen for the comi 
President, Frank Baume 
Eureka Copper Works; Vice / 


Iron Works, and Arthur \ 
Erie Malleable Co.: 
Francis Kuhn of Bucyrus 


JUNE 22 


Pittsburgh—Annual sum 
ing of the Pittsburgh Associat 
at the South Hills Country ( 














2500 WEST 27th STREET 


@ Soft Light Gray Iron 
@ High-Test Semi-Steel 
© Alloy Semi-Steel 


‘PHONE PROSPECT 5040 


THE FOREST CITY FOUNDRIES CO. 





e CLEVELAND, OHIO 





San Francisco—Luncheon meet 
ing of the Northern California As- 
sociation at the Palace Hotel. 
Speaker: Major O. J. Todd, “A 
San Francisco Engineer Interprets 
China.” 


Bremerton, Wash.—Plant visit 
of the Washington Association, at 
the U.S. Navy Yard. 


Cleveland—Golf tournament of 
the Cleveland Association, at the 
Beechmont Country Club. 


JUNE 24 


Tulsa——Informal dance of the 
Tulsa Association, at the Indian 
Hills Country Club. 


JUNE 26 


Palmerton— Dinner meeting of 
the Lehigh Valley Association, at 
the Blue Ridge Country Club. 
New officers for 1939-1940 were 
installed, and President I. L. Rush 
presided at a short business session. 
H. R. Chidsey reported on the San 
Francisco convention. 
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JUNE 27 

Cortland, N. Y.— Dinner meeting 
of the Syracuse & Central New 
York Association, at the Cortland 
Country Club. Reports and dis- 
cussion of the San Francisco con- 
vention by Messrs. Brown, Jen 
nings and Dowd. Commodity dis 
cussion led by J. L. Briggs. 


Belmont, Mass.—Annual sum 
mer outing of the New England 
Association, held at the Belmont 
Country Club. 


Oakland—Annual Hands 
Across-the-Bay’’ luncheon of the 
Northern California Association 
and the East Bay Group, at the 
Lake Merritt Hotel. 


New Officers 


Northern California Association: 
President, Arthur R. Woodman of 
Nestle’s Milk Products, Inc.; Vice 
Presidents, George W. Aljian of 
California & Hawaiian Sugar Refir 
ing Corp., Ltd., and R. W. Peter 
son of Durkee Famous Foods, Inc 









































Secretary, John A. Brothers of 
California Packing Corp.; Treas- 
urer, A. W. Goodearl of E. A. 
Pierce & Co.; Directors, W. C. 
Hubner of A. M. Castle & Co., 
B. R. Cheyney of Hercules Powder 
Co., E. S. Holt of Westinghouse 
Electric & Mfg. Co., E. J. Mayfield 
of Consolidated Chemical Indus- 
tries, Inc., N. I. Norton of Pacific 
Coast Engineering Co., P. C. Weber 
of California Ink Co., A. L. Wille of 
Moore Dry Dock Co., and Martin 
H. Gerry of Stanford University. 


Winnipeg Association: Presi- 
dent, H. A. Morton of Winnipeg 
City Hydro-Electric System; J 7ice 
President, R. W. Maddock of 
Strong Scott Mfg. Co., Ltd., Secre- 
tary, F. M. Oliver of Service Station 
Equipment Co., Ltd.; Treasurer, 
C. B. Hallwood of Manitoba Power 
Commission; National Director, 
C. E. Seott of McColl-Frontenac 
Oil Co. 


Coal Car Hole Stoppering 

A recent inquiry made by the 
N.A.P.A. Coal Committee asked 
for the preference of buyers as to 
what material should be used at the 
mines to stopper or block holes in 
coal cars. Operators were inter- 
ested in securing this information 
in order to avoid, if possible, the 
use of materials which might create 
any difficulty in the unloading or 
use of the coal. Among the 55 re 
plies, 

15 preferred excelsior or straw; 

10 preferred a plastic mixture of 
coal and binder; 

11 preferred heavy paper; 

6 preferred brattice cloth. 

As nine of the replies indicated 
no preference, the foregoing may be 
accepted as a good sample of the 





wishes of coal buyers, and shows 
that plants strongly favor a com- 
bustible material that can be dis- 
posed of easily. 


Mrs. Epitw Gappis has been 
appointed purchasing agent of the 
New York Steam Corp., subsidiary 
of the Consolidated Edison Co., 
succeeding JOHN N. MONCRIEFF. 
She has been associated with the 
purchasing department since 1929. 
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M. H. FRENCH has been appointed 
purchasing agent for the Guiberson 
Corp., at Dallas, Texas. Mr. French 
has been on the field sales staff of 
the organization for the past six 
years, and previous to that was con- 
nected with the Reserve Oil Com- 


pany. 


DupLEY S. WriGuHT, formerly 
purchasing agent for Jack Demp- 
sey’s Restaurant, New York City, 
has been named assistant manager 
of the Hotel Hilton, Long Beach, 
California. 


FRANK W. HOLT has been ap- 
pointed purchasing agent of the 
Erie Railroad, at Cleveland, Ohio, 
succeeding FRANK E. DRISCOLL, 
who is retiring after thirty-eight 
years of service with the company. 

W. H. Grant, Purchasing Agent 
of the Hussman-Ligonier Co., St. 
Louis, has been promoted to the 
position of plant manager, in charge 
of production, engineering and pur- 
chasing. 


WILLIAM O. NELSON has been 
named purchasing agent for the 
Delco Remy Radio Corp., Kokomo, 
Indiana. He was formerly assistant 
purchasing agent for Delco-Remy, 
at Anderson, Indiana. 


H. S. CLEWETT has been selected 
as purchasing agent and executive 
secretary for the Bute County 
(Cal.) Board of Supervisors. 


Advertising 
(Continued from page 42) 


just so have advertisements been 
analyzed as to contents and results, 
so that today the studious and 
willing-to-work and willing-to-learn 
advertising man can to a fair de- 
gree determine in advance what an 
advertisement must be and must 
contain to bring maximum results. 

The presence or absence of cer- 
tain items has been found to in- 
crease or decrease results, and by 
tests and retests we have been 
able to predetermine to a fair de- 
gree (not perfectly, for advertising 
is certainly not as definite as mathe- 
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When you visit the New 
York World’s Fair, be 
sure to see the educa- 
tional exhibit sponsored 
by the Copper and Brass 
Industry in the Metals 
Building. 
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COPPER 


When you specify Hussey Copper, you get the 
advantages of controlled quality and low 
made possible only by the 100 per cent cont: 
of its production from the rich, natural coppe 
fields of the Great Lakes region to the 
finishing operation in the modern Hussey Cop; 
Rolling Mills at Pittsburgh. 

Rolled in one of the largest copper rolli: 
mills in the United States, Hussey Copper: 
readily available in any quantity to meet 
delivery requirements through seven large 
pletely stocked Hussey Warehouses located 
the principal industrial centers. Make Hu 
your Copper Headquarters during 1939. 


C. G. HUSSEY & COMPANY 


(Division of Copper Range Co.) 
PITTSBURGH, PA. 
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AFTER 


Before and after using SAFE-T-STACK 
Steel Storage Files. Records now go 
into 1/Sth the space formerly occupied. 











falling, tipping or shifting. 
horizontally. 


When you order storage files for inactive and semi- 
active records be sure you specify steel and be sure you 
get the extra protection of “SAFE-T-STACK”. Made in sizes 


to fit every record and at a cost lower than cardboard boxes 


and shelving. 


SAFE-T-STACK Steel Storage Files 
Lock TWO WAYS 


It takes a good record storage file to demonstrate its 
advantages even when empty. Individual SAFE-T-STACK 
Steel Storage Files are easy to stack and lock. No tools, 
bolts or rivets are needed and the SAFE-T-STACK locking 
key goes into place instantly. Files of any size stack and 
lock into a solid stack without danger of individual units 
Files lock vertically and 
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yo" 
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2216-18 W. 63r0 (ST. ° 
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[ STORAGE FILE C0 


CLEVELAND, OHIO 


PENDING 














matics) what the consumer, the 
purchaser, the buyer, the purchas- 
ing agent, wants an advertisement 
to tell him before he becomes in- 
terested enough to dial us on the 
phone, or telegraph, or write, or to 
let our salesman in the next time he 
calls. 

Advertising—a mysterious force? 
No more so than the word “EAT” 
on a restaurant to a man who is 
hungry and is looking for a sand- 
wich and a cup of coffee. No 
more so than the word “DRINKS” 
on a sign along the highway when 
you feel sand dunes drifting across 
your parched tongue. 

Its mysteriousness disappears, its 
artificial rules of right or wrong are 
discarded when we learn that its 
function is to relieve the salesman 
of pre-selling efforts and to relieve 
the purchaser of pre-buying routine. 
When properly used, advertising 
cuts down selling time, or rather, 
it relieves the saleman of pre- 
selling time so that he has more 
time for actual sales work, and it 
saves the purchaser of the need of 
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listening to a lot of verbal advertis- 
ing, usually disorganized and poorly 
presented, so that he has more 
time in which to actually buy. 
Properly used, advertising reduces 
the cost of doing business, through 
saving salesmen’s and buyers’ time. 

Just one example in conclusion. 
Suppose the owners of 100 com- 
panies selling household articles 
and supplies were told that they 
could no longer advertise via news- 
papers, magazines, radio, and other 
media. Would they give up try- 
ing to reach housewives with their 
advertising messages, which in the 
past brought women 
asking for Far 
from it. Those hundred companies 
would do through sales calls what 
they previously did through ad- 
vertising media—sales calls at front 
doors, back doors, side doors, or 


into stores 


their products? 


through open windows when doors 
fail to open. It would take some 
nimble footwork, in addition to 
quick headwork—footwork to get 
one’s foot into the door to keep 
frantic housewives from slamming 


house- 
wives infuriated by a sudden ava- 
lanche of salesmen’s calls, all morn- 
ing, all afternoon, and even at 
night—droves of salesmen at the 
door, seeking an opportunity to 
inform and remind regarding prod- 
ucts previously advertised in news- 
papers and magazines and by di- 
rect-mail and over the radio, but 
which had to he advertised 
verbally. What a mess! 

As purchasing agents, you have a 
right to look for many things in 
advertisements, to expect many 
things. One thing you should ex- 
pect of advertisements is that they 
save you time, that they inform you 
and keep you informed in far less 
time than it would take if there 
were no advertising and you had to 
gain all your information through 
asking questions and listening to 
salesmen. If we advertising men 
fail in that objective, you have just 
cause for complaint, and the sooner 
you take us to task, the sooner 
we'll get on the right track and be 
of service to you, as your informers. 


doors in salesmen’s faces, 


now 
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The Purchase of 
Automotive Equipment 


(Continued from page 34) 


This was the first 
time such a decrease had been ex- 
perienced in the history of the 
industry. Hence the 1921-32 per- 


previous year. 





centages are less, and those for | 
1932-38 greater, than if a more | 


normal year had been taken. 
Ownership of trucks may be in- 
creased more rapidly in the less 
densely-settled sections, but the 
country over, the city-registered 
load-carrying vehicle is doing more 
work than its country brother. 
‘These city vehicles averaged 11,540 


miles a year, the Bureau of Public 


Roads has determined, compared 
with 8,230 miles traveled by the 
rural trucks. The country leads, 
however, in the business use of 
passenger cars, according to the 
Bureau. 
in rural areas, against 60% in the 
cities. 


Such use runs up to 70% 


In the majority of installations, 
the truck is an in-and-out-in-one- 
Its short-haul nature 

is shown by the fact more than 80% 

of thousands of trucks in 17 repre- 

sentative states checked by the 

Bureau were engaged in one-way 
| trips of less than 20 miles. Only 
2% were working on trips of more 
than 100 miles. 


day vehicle. 


that moved for at least part of their 

trip on rural highways, thus not 
| considering the large number of city- 
owned vehicles, mostly operated for 
short distances, within city limits. 
| And the number is large. The 
| records show that cities of more than 
100,000 population are the home 
locations of nearly a million trucks, 
almost one-fourth of the total 
truck registration. 


This concentration of motor 
trucks in the larger cities, and of 
their operation in or near such 
cities, has already had its effect 

| on street and highway construction. 

| Overcrowded streets are being wid- 
ened, straightened, improved, to 


| help keep vehicular traffic moving | 
Over- | 


quickly and economically. 
| head roadways are being built in 
| some cases for passenger cars only, 


The Bureau ob- 
servations were made only on trucks | 
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FOR FINE QUALITY THA 
IS ALWAYS UNIFORM, SPECI! 


PAVCO | 
ONION SKIN | 


For uses where strength and 
durability are factors, such as 
Agreements, Leases, Reports 
and other important office and | 
factory forms, you can always 
depend on PAVCO ONION 
SKIN. Its 75% rag-content in- 
sures maximum protection, and 
its moderate cost makes it an 
outstanding value. Remember 
the name — PAVCO — when 
next you specify a fine Thin 
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SAVE MONEY WITH | 
THIS EFFICIENCY Je 
CHART—FREE TO 3 
EXECUTIVES! 


Enables you to select at a 


glance the most economi- f 


cal grade of Thin Paper for any specif 
Fits under desk glass for ready re 
Write Dept. J today for your copy! 
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"16 POINT QUALITY-CONTROL" Leads 
Critical Buyers to Demand PARKER-KALON 


This impact test is only one of 16 check-ups on im- 
portant characteristics of Parker-Kalon Cold-forged 
Socket Screws. In a laboratory without counterpart in 
the industry, quality is guarded by thorough tests 


and inspections covering: 


1 — Chemical Analysis. 2 — Tensile Strength. 3 — 
Ductility. 4—Torsional Strength. 5—Ability to take 
Shock Loads under Tension. 6—Resistance to Shock 
Loads under Shear. 7—Hardness. In addition, there is 
a rigid inspection of these essentials: 8—Head Diam- 
eter. 9—Head Height. 10—Concentricity of Head to 
Body. 11—Socket Shape. 12—Socket Size. 13—-Socket 
Depth. 14—Centricality of Socket. 15—Class 3 Fit 


Threads. 16—Clean Starting Threads. 


In this way Parker-Kalon maintains a new higher 
standard of quality ...a standard that satisfies criti- 


cal buyers. Send for free samples. . 


PARKER-KALON 


but making more space for the 
trucks on the ground-level streets. 
Millions of dollars are being in 
vested in bridges and tunnels, to 
supplement the ferry service that 
in many places has proved inade 
quate for modern traffic. 

The Bureau of Public Roads has 


recently pointed out the pressing’ 


need for improvement of main high 
ways in and near our larger cities. 
cities will not 


By-passing these 


solve the problem, the Bureau 


studies have shown, since the greater 
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. see for yourself. 


PARKER-KALON CORP., 206 Varick St., New York. 


“pf SOCKET SCREWS 


part of the entering traffic has 
business downtown, and would have 
no use for a route designed to avoid 
the business and industrial sections. 

The Congress is lending its sup 
port to the improvement of city 
arteries, by authorizing the use of a 
portion of the federal-aid highway 
appropriations on parts of through 
highways lying within municipali 
ties. Its assistance to the states 


has been enlarged, also, in recent 


years, to cover the elimination of 


grade crossings and the develop 























ment of a limited-mileage system of 
secondary highways. 

Urban traffic relief has been 
hampered in the past by the delay 
and expense involved in securing 
right of way needed for new or 
wider urban arteries. To elimi- 
nate this major obstacle, the Bureau 
of Public Roads proposes that the 
Federal Government create a Land 
Authority. Wide strips would be 
acquired by the Authority, and 
leased to the cities and states on a 
basis that would return the invest- 
Thus 


an orderly and economical program 


ment over a period of years. 


could be worked out for improving 
the 27,000-mile network carrying 
the heaviest traffic on the federal- 
aid highway system. 

All told, it seems that equipment 
and highway development are in 
good hands, so that the fleet opera 
tor can look forward with confi- 
dence to their joint satisfaction of 
his requirements. This is true, 
generally speaking, to the extent that 
the manufacturers and highway de- 
partments are permitted to control 
the situation. And there are others 
involved, perhaps not so well in- 
formed. 

State legislatures, to be specific, 
take an active interest in the motor 
vehicle, in its design, construction, 
performance, safety, weight, size, 
experience and working conditions 
of drivers (particularly those operat 
ing trucks), licensing, methods of 
driving or rules of the road, and to 
mention one other item, its ability 
to pay taxes. Many of these fac- 
tors have an intimate relation to 
the first or operating cost of the 
motor vehicle. 
trucks have 


Special taxes on 


practically doubled in the last 
decade. 
truck registered increased from 
$51.80 in 1927, to $98.10 ten years 


later. 


The average payment per 


Over the same period the 
average state and federal gasoline 
tax increased from 2.81 cents to 
5.40 cents per gallon. The gasoline 
tax has proved so easy and convent 
ent to collect that in many states 
the proceeds are being used, in part 
at least, to meet the general ex- 
penses of government. Chief Mc- 
Donald of Bureau of Public Roads 
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Rhinelander Paper Company has recently developed a remarkable new product consisting of 
laminated sheets of pergamyn. Unique translucency coupled with practical printing qualities 
endows LAMILUXE the new product with characteristics found in no other material. Unlike 
glass and other fragile materials, translucent Lamiluxe is sturdy yet very light in weight. Printing, 
folding, cutting, scoring and other processing costs are comparable to those associated with 
ordinary paper. To date this product has won high favor for jumbo replicas, transparencies, 
illuminated dials, back lighted displays and lamp shades. 


$$ $ § 


There should be countless applications of Lamiluxe where backlighted translucency is essential 
or desirable and where material costs must be kept at a modest figure. We want to ascertain all 
these undisclosed uses and therefore are offering cash awards for the most practical commercial] 
uses suggested to us by the purchasing agent fraternity. 


$$ $ § 


What useful purpose will translucent Lamiluxe fill in your own business? Your suggestion may 
win for you a substantial award. To purchasing agents sending in the most helpful ideas, we will 
extend awards as cited above. Of course you'll want to see samples. These are ready for you 
Write us today! 





RHINELANDER PAPER COMPANY 
RHINELANDER «© WISCONS 


JuLy 1939 PAGI 








¢ 


She 


VICTORIOUS 


ACE 


SQUADRON 


Koille Poved Masters iin The Kealm of Sa 
STAPLING Ser 
MACHINES ... <- 


x he 











Superior Performance 
and Durability have 
$g00° earned them that coveted 

Award of Merit— 


WORLD-WIDE LEADERSHIP IN SALES 


“An ACE always comes out on Top" 


ee ee, 


STATIONERS and OFFICE SUPPLY DEALERS Everywhere 


PRODUCTS OF ACE FASTENER CORPORATION — CHICAGO 








Wire form 
DAYTON 


GRINDING WHEELS 


Regardless of your re- 

quirements, you can obtain 

a Dayton abrasive wheel 

of the exact specifications 
the work demands. On | | 
the market for years and 
the preference for a wide 
range of operations. Write 


he | 
Simonds-Worden-White Co. | oe 


Dayton, Ohio 


FACTORIES AT: Dayton, Cleveland, 
Beloit, Buffalo } 


Specialties 
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declared recently that 13'/» cents 
of every dollar collected in 1937 for 
state registration fees, gasoline taxes 
and other motor-vehicle levies, were 
used for purposes other than high- 
way improvements. 

There are signs however that the 
tide has turned. A number of 
states have recognized the unfair- 
ness of double-taxing the motor 
vehicle owner, by prohibiting the 
diversion of any funds thus col 
lected. This should help the motor 
vehicle owner, by giving him full (or 
fuller) value in return for his motor 
vehicle tax payments. It may help 
in time to reduce such payments, 
and thus reduce operating costs. 
In many fleet installations unit 
operating costs (including taxes 
have shown a downward tendency 
in recent years. This is a remark 
able tribute to the fleet manage 
ments, for their ingenuity in intro 
ducing better buying and operating 
practices; and to the vendors of 
vehicles and supplies, for their 
ability from year to year to furnish 
a product which can be operated 
more ec¢ momically. 


Container Problems 
(Continued from page 28) 


tests. If, after investigating the 
three different humidity conditions, 
it were found that, for example, 40% 
Relative Humidity and 65° Fahren- 
heit for 48 hours was a suitable 
standard to adopt, it would at least 
be done with some knowledge of the 
magnitude of the variations in 
strength characteristics that would 
apply at higher and lower humidi 
ties. I suggest 65° Fahrenheit as 
standard temperature because it is 
a mean temperature, comfortable 
to work in, and I visualize the box 
testing laboratory of the future as 
one in which preconditioning and 
testing will all be done in a carefully 
controlled atmosphere. 

Our company today has one cus 
tomer, a very large national pur- 
chaser, who has used the engineer- 
ing approach on his container prob 
lems about as much as the present 
For all 
containers of products which should 


state of the art permits. 
not support load, such as cartons, 
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etc., this customer specifies and 
rigidly enforces specified compres- 
sion tests. With boxes built to meet 
such tests the customer gets better 
delivery of his products than in 
former years when he used much 
heavier and more expensive con- 
tainers. To meet this customer's 
compression tests all the component 
materials and every step in the 
fabrication have to be well con- 
trolled. This customer has a staff 
of engineers and its own testing 
laboratory. 

For the buyer of containers who 
cannot afford such a staff and test 
ing laboratory, there are commer- 
cial laboratories which will make 
prescribed tests. Such laboratories 
do work for both buyers and sellers. 
Probably there is room for new 
specialization in the engineering 
profession. I suggest that a quali- 
fied engineer who restricts his work 
to advising buyers and who either 
has his own box testing laboratory 
or access to a dependable commer- 
cial testing laboratory, with ade- 
quate preconditioning equipment 
and testing apparatus which simu- 
lates actual hazards, could render a 
real service to container buyers. I 
predict that if such a_ profession 
arises and is generally used, speci- 
fications will be based on boxes and 
not box components, and the whole 
level of performance by fiber con- 
tainers will be raised to the ad- 
vantage of all competent manufac- 
turers and all box users. 


George W. Aljian 
(Continued from page 32 


He is a member of the Masonic 
order and a Shriner. 

George Aljian is a busy man. It 
is likely that he will be kept busy, 
for in a wide range of interests he 
frankly enjoys responsibility and 
the satisfaction that comes from 
doing-a job as it should be done. 
His associates see in him the truth 
of the saying, “If you want a thing 
done right, ask a busy man.” He’s 
a young man; it is a foregone con- 
clusion that he will be asked to 
do larger things. And he’ll do 
them. 
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A B MURRAY CO x. 


165 WOLCOTT STREET 
BROOKLYN, NEW YORK 








A Silvery White Base for Plated Ware 


HE silvery white color of 

Seymour Nickel Silver makes it 
an ideal base for nickel, chromium 
and silver plated articles, because 
it leaves no tarnished, yellow stain 
when finally exposed by wear. 
When used for chromium plated 
articles, no preplating is neces- 


sary. In itself, it is highly corro 
sion proof. 

Available in any hardness, in 
sheet, wire and rod. It can b 
given marvelous ductility, which 
can be regulated to any spinnin 
drawing or stamping need. G! 
to send samples for test. 


THE SEYMOUR MFG. CO., 55 FRANKLIN ST., SEYMOUR, CONN 
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Supply 


BURLAP 


ALCUTTA STOCKS OF burlap have 
C been reduced by 5% over the past 
two months, but the inventory of 
more than 470 million yards is still 
so far above normal that this decline 
is scarcely regarded as an appreciable 
dent. Negotiations are now under 
way for a drastic curtailment of pro- 
) duction, proposing to shut down 20% 
/ of hessian looms August Ist and sealing 

7% of the sacking looms. 


| COAL 


ITUMINOUS COAL production av- 
B eraged slightly more than 6 
million tons weekly through June, and 
despite the prolonged cessation of 
mining operations earlier in the quar- 
ter, the tonnage for the year to date is 
6.4% ahead of 1938. Industrial stocks 
are subnormal, but are building up 
again and currently stand at better 
than 34 days’ supply. Stocks at 
mines are heavy and accumulating. 
Anthracite production has declined 
more than seasonally. 


COPPER 


| S. STOCKS OF REFINED copper were 
| * up to 9,906 tons to 342,419 tons 
on June list, though world stocks 
were moderately down. A_ decline 
in U. S. blister stocks, sharply down 
in line with world statistics, is a fea 
ture which should influence the forth- 
| coming supply picture favorably. Pro 
duction has held closely to prevailing 





levels, while deliveries are in better 
volume. Stocks in the hands of con 
sumers are smaller 


COTTON 


— * ESTIMATES OF cotton acre 
age indicate a possible crop re 
versal this season. Acreage is down 
2.4% from last year; growing condi 
tions have been far from favorable, 
and crop development has been ir 
regular in nature. Last year’s yield 
was regarded as fully 10% above 
normal. A normal yield on present 
acreage would amount to about 11 
million bales, In textiles, the im 
| portant feature was the announcement 

of a 25% curtailment in mill produc 
i tion for the 3rd quarter 
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THE MARKET PLACE 





A quick review of the market 


noting major developments in 


supply, demand and prices of 


selected basic commodities 


Demand 


EMAND CONTINUES ON a routine 
basis but in fairly good volume, 
augmented by largearmament orders for 
sandbags, which have in recent months 
turned the balance slightly above the 
heavy current production. Trading 
has not significantly reflected price 
fluctuations. 


rFWNHE EXPECTED BUYING rush following 

| the shutdown has failed to materi 
alize in any strong definite movement, 
being deferred by sagging price levels 
that naturally resulted in a withhold 
ing of orders. That policy has been 
augmented by the relaxing of the 30 
day contract rule to permit contracts 
up toa year, and it now seems probable 
that such agreements may be con 
summated in good volume between the 
publishing of minimum prices and theit 
effective date. 


OMESTIC COPPER SALES were close 
D to 60,000 tons for the third 
successive month, in steadier trading 
Consumption was appreciably heavier, 
continuing the advance noted through 
out the quarter. In the last thre 
weeks of June, brass mill operations 
advanced 10 points to 70%, the high 
est rate in 18 months, coming at a 
time of year which is generally one 
of the low points. Exports are sub 
stantially improved. A strong buying 
movement was under way in early July 


EMAND FOR COTTON goods was 

brisk, and sales reached the live 
liest rate in many weeks as prices 
advanced on all standard construc 
tions. For the first half month, sales 
were more than double production 
Consumption of cotton in domestic 
mills for the first ten months of the 
crop year exceeded 5°/, million bales, 
and except for the all-time high of 2 
years ago, this is the highest figure in 
a decade. Worth Street reports a 
departure from the hand-to-mouth 
buying policies of recent months 


Market 


| georgian HAVE BEEN subsiding 
O rather steadily since the April 
advance, and the decline continued 
until about the middle of June, when 
a stronger tone developed, presumably 
anticipating the proposed curtailment 
of output. The recovery, however, 
fell short of the previous decline, and 
the month shows a loss of 5 to 15 
points. 


ee ISHED SCHEDULES ON _ bitumi 

nous coal ranged from unchanged to 
20 cents per ton reduction in June, and 
the market was notably soft, with sub 
stantial concessions reported. Rapid 
progress was made in the determination 
of regional average costs, which ar 
generally lower than the first minima 
announced 18 months ago, and which 
are more disturbing to the operators 
than to buyers. Present indications 
are that minimum prices will be mad 
effective as of October Ist. 


bo 10-CENT DOMESTIC price of coppet 
continued firm and _ unchanged 
through the month, with no factors 
pointing to any immediate change 
Usual price ratios were somewhat 
altered, however. Quotations on bar« 
wire were off '/,-cent, and '/s-cent on 
weatherproof, this adjustment being 
merely a recognition of price cutting 
that had been rumored for some weeks 
Scrap prices advanced !/s-cent on the 
first of the month, to a level ordinarily 
commensurate with 10!/s-cent metal 
Export prices were weak. 


( NOTTON PRICES WENT to new highs 
A for the year on _ unfavorable 
crop reports in June, and even after 
some reaction from the mid-month 
quotations, the market showed 4 
net gain of some 15 points for the 
month. Print cloths and _ sheeting 
were up !/«-cent per yard in an ex 
ceedingly active market, and several 
mills were declining to accept com- 
mitments more than a month in ad- 
vance at these levels. Producers an 
ticipate a greater price improvement 
over the next quarter. 
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MARVEL Non-Breakable 


High-Speed-Edge 


HACKSAW BLADES 


Where ordinary high speed steel blades give an aver- 
age of 25% of their possible cutting life, every 
MARVEL Blade delivers full curting life for 
MARVELS are NON-BREAKABLE, 

Write for Circular 


ARMSTRONG-BLUM MFG. CO. 


“‘The Hack Saw People’”’ 
2760 Bloomingdale Ave., Chicago, U. S. A. 








Supply 
IRON and STEEL 


bee STEEL PRODUCTION rate in June 
averaged about 54%, reaching 55% 
and ending the month at 54.3%. A 
large part of this volume represents 
,orders placed by automobile com- 
panies immediately following the cut in 
sheet prices in May, and is intended 
for the new models. The same in- 
fluence may lead to a better than usual 
maintenance of production through 
the summer months. Hot weather 
shutdowns are less imperative than 
heretofore, as the flat rolled stock is 
made on continuous mills with little 
hand labor and consequently less close 
contact of workers with the hot metal; 
the development of salt tablets also 
alleviates the heat hazard 


LUMBER 


a PRODUCTION declined some- 
what after the May peak of opera- 
tions, as was expected, for a consider- 
able portion of that production was 
going into stock at the mills. In the 
second half of the month production 
was at 66% of the 1929 seasonal weekly 
average. 


NAVAL STORES 


“Pye ginge OF GUM rosins at the end 
of the current season amounted 
to 76% of the year’s production, and 
exceeded annual consumption by more 
than 450,000 barrels. The carryover 
of turpentine stocks amounted to 31% 
of the year’s production, equivalent to 
about a half year’s domestic consump- 
tion. With market levels below loan 
values on naval stores, the sales pro- 
gram of the Commodity Credit Cor- 
poration was suspended. For the past 
several months, up to 50% of sales 
have been filled from this source. 
Rosin output is running below expected 
levels and may show a drop of 18% 
or more. Southern stocks of turpen- 
tine declined by 2'/:% in June, and 
rosin stocks were up in a like ratio 
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Chicago Lock Co., 2024 N. Racine Ave., Chicago, Il. 


Order CHICAGO L OCKS 


“UTMOST Security 
at LOWEST COST!” 








Demand 


| eenen FEATURED by automobile 
orders for flat sheets, also in- 
cluded a well diversified general de- 
mand, substantially better tonnage 
from the shipbuilding industry, a good 
inquiry for structural shapes, and the 
maintenance of tin plate operations 
for more than two months at the favor- 
able rate of 70%. Automobile pro- 
duction was interrupted by a 16-day 
strike at the Briggs Body Company. 
An encouraging market factor is the 
current improvement in heavy items, 
on which prices have been relatively 
stronger, whereas consumers’ stocks 
of the lighter products bought on the 
price recession are estimated to carry 
into the fourth quarter. Warehouse 
sales have been irregular, and lighter in 
volume. 


YHIPMENTS ARE HOLDING up well, 
S and new orders are in good volume, 
76% of the 1929 seasonal average and 
22% ahead of the corresponding period 
of 1938. Furniture makers are now 
releasing orders, and foreign inquiry 
has been better than usual 


EMAND FOR NAVAL stores was ex- 
eee light throughout June, 
and though there were several days of 
excellent sales, they were interspersed 
between periods of routine inactivity 
and were not correlated with the price 
pattern. The outlook, particularly in 
regard to rosins, is highly uncertain. 
Turpentine demand has been unseason- 
ably deferred, but there is a possibility 
that it may revive in late summer. 
Domestic consumption for the crop 
year ending March 3lst is reported 
as 405,877 barrels of turpentine and 
1,168,436 barrels of rosin 


Market 


7 STEEL PRICE LIST was somey 
irregular during June. | 


early part of the month it wa 
weak, reflecting the break in 
prices. Bolts and nuts were dow! 
and steel bars down $2 per ton f 
third quarter, but showed 
strength toward the end of th 
The effect of better operating 
and a good backlog of orders wa 
stiffen the sellers’ position appr 
in the later weeks. Heavy 
steel scrap was up 50 cents pe 
with a good volume of trading i 
ing heavy railroad sales and 
purchasing from abroad, but 
regarded as having little baro 
significance. 


RICES ON SOFTWOODS OIr! 

June, and at mid-month show 
gain of about 3%, close to th 
high. The high point was not 
tained, but quotations at the 
the month still showed a 
gain. Hardwood prices w 
slightly. 


i ww UNDERTONE OF the nay 
| market continues weak, 
some price advances were r¢ 
June. There was a quick 
sponse to the withdrawal of 
ment loan stocks, but no great 
of orders, and even the availa 
supplies failed to attain the 

of value. Net price changes f 
month were: turpentine, uJ 
B grade rosin unchanged; fi 
of rosins, down 10 cents 
grades, up 10 to down 5 ce! 
mon grades, unchanged to 25 
Some of these quotations ca 
garded only as nominal in vi 
low levels of trade 
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Supply 


PAPER 


rPVHERATEOF PAPER production, which 

has been sagging steadily since the 
peak of 84.1% in March, continued 
downward in June, the average rate 
now being about 75%, the lowest of 
the year to date but still considerably 
above the 1938 average. Operations 
are spotty, several mills running at 
close to capacity. Paperboard pro- 
duction has held up relatively better, 
with operations at 67% showing better 
than in May, and only 4 points off the 
March average 


PETROLEUM 


i AVERAGE production of crude 
oil in June was up from the high 
May levels, but runs to stills were 
lower. Crude oil stocks report a 
moderate decline, and stocks of motor 
fuel were also seasonally reduced 
Production control is receiving serious 
consideration in many producing areas 
in view of unfavorable statistics and 
the possibility of a price break. The 
Texas proration for July has been set 
at 1,362,500 barrels daily, which is 
64,000 barrels below the Bureau of 
Mines allocation 


RUBBER 
4 


UJ S. STOCKS AND imports of rubber, 
/. which were up in May, declined 
again in June and are holding at about 
® months’ supply. Shipments from 
the Far East are still running above 
permissible export quotas. Tire in 
ventories are down substantially and 
are expected to decline rapidly through 
out the third quarter 


TIN 


‘bs WORLD'S VISIBLE supply of tin 
dropped sharply in May and June 
to the lowest levels of the year, though 
still above 1937 and 1938 averages 
Stocks in the buffer pool are presuma 
bly complete at 15,000 tons, and may 
be released to the market if slightly 
higher quotations are attained. At 
the June meeting of the International 
Tin Committee, third quarter quotas 
were raised 5 points to 45%, represent 
ing annual exports of 96,437 tons. 


ZINC 


seo STOCKS OF slab zinc have 
KJ increased to the highest levels 
since August of last year. Produc 
tion has been curtailed to the lowest 
daily basis of the year as several im- 
portant mines and smelters have 
closed down in view of the current 
unprofitable prices 
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Demand 


— SALE SALES volume is gen 
erally reported as in satisfactory 
volume, particularly in the middle 
west, with tissues, board and specialties 
leading, though all grades are rated as 
in fair demand. Newsprint consump- 
tion is steadily increasing, Canadian 
exports rising sharply in May toa point 
close to that of last October and No 
vember, and exceeding every other 
month of 1938 and 1939. Increased 
advertising lineage in the magazines 
has also stimulated paper sales to that 
field. 


~M ASOLINE CONSUMPTION, which ha 
MX been retarded by unfavorable 
weather conditions, is now running 6‘ 
ahead of 1938, and the outlook is re 


garded as highly favorable, based on 


( 


increased automobile registrations, a 
probable record vacation year stimu 
lated by the fairs in New York and San 
Francisco, and a marked decline in 
European travel rhe probable total 
of 1939 consumption is now estimated 
at 550 million barrels, a new record, 
and 29 million barrels above 1938 


Consumption of industrial lubricants 


for the year to date is more than 7% 
ahead of 1938 and is currently 25% 
above the corresponding period a 


year ago 


pawns BUYING of rubber was a 
important factor throughout June 
particularly in the forward position 
Sales of automobile tires are considet 
ably ahead of last year, and the year’ 
production is now estimated at 49 
million units, which would represent a 


gain of more than 25 over 1938 


Ww TIN PLATE operations holding 
at 70%, tin consumption in thi 


country is higher 


past. Current demand continues rela 


tively light despite this fact, though 
sales are moderately higher than in 
recent months. Tin arrivals exceeded 


6,000 tons in June for the first time 


since October 1937 


YALES OF SLAB ZINC averaged 6,000 
) tons during the last three weeks of 
June, a rather higher figure than had 
been anticipated, and greater than a 
normal average for this metal between 
so-called buying periods. It is esti 
mated that sales are approximately in 


line with production 


Market 


5 yee PAPER PRICE list was firmly main 
tained for the most part in June, 
though some concessions were reported 
on large orders for kraft and paper 
board in the eastern markets. Pulp 
prices were weaker, as quotations 
declined on mechanical pulp, un 
bleached sulphite, and practically the 
entire kraft list. There were reduc- 
tions also in several grades of old 
waste papers—kraft and news. 


aan rRENDS in petroleum were very 
mixed. Michigan crude was ad 
vanced 10 cents per barrel, but in the 
larger producing centers a price break 
was regarded as a strong probability 
Gasoline prices were notably firm dur 
ing the first three weeks, and several 
advances of !/;9 to '/2 cent were posted, 
but the failure of all companies to 
follow this policy resulted in a reversal 
of this position in the closing week, and 
reductions even below previous levels 
were reported. Price cutting was 
prevalent in fuel oils. Kerosene was 
weak. Lubricating oils were unchanged 


in price 


YLUCTUATIONS WERE rather narrow 
I: in a strong and active market 
throughout the month of June, but 
resulted in no net change in spot prices 
at 16'/. cents The high point of 
16'/is was attained in the opening 
week, and the low of 16'/s about the 
middle of the month. Futures wet 
fractionally lower at the close of the 


month 


FENHERE WAS NO NET change in tin 
| prices during June, the month 
opening and closing with a quotation 
of 49 cents Chere was a slow decline 
to 48.25 cents in the first half of the 
month, and a recovery to 49.15 follow- 
ing the quota announcement, ap 
parently expressing relief that the ex- 
port figure had not been more sub- 
stantially raised. Fluctuations _ be- 
yond that date were within a very 


llarrow range 


rPNHE PRICE OF ZINC was unchanged at 
l 4.50 cents throughout the month, 
with ore at $29 to $30. This price 
level—unsatisfactory for producers 

has held steady for a longer period 
than any other of the major metals, 
and is said to be at an irreducible 
minimum. Lead prices, which are 
closely linked with zinc, are advancing 


PURCHASING 





mly main- 
in June, 
e reported 
nd paper- 
‘ts. Pulp 
juotations 
ulp, un- 
ically the 
re reduc- 
-s 6of old 


'S. 


were very 
was ad 
ut in the 
rice break 
‘obability 
firm dur- 
id several 
re posted, 
panies to 
a reversal 
week, and 
ous levels 
ting was 
ysene was 


inchanged 


“r narrow 
e market 
June, but 
pot prices 
point of 
> opening 
about the 
ures were 


yse of the 


ige in tin 
le month 
quotation 
»w decline 
alf of the 
15 follow- 
nent, ap- 
at the ex- 
nore sub- 
tions be- 
in a very 


‘hanged at 
he month, 
rhis price 
roducers 

zer period 
or metals, 
irreducible 
vhich are 


idvancing . 


(CHASING 








Theresa AOLTITE product 


for every Industrial fastening job 











and Fastenings made 
to any specifications or 
samples. Send for estimate. 






Send for new 


ct Above: 
4 HOLTITE-Phillips 
5 Recessed Head: Self- 
Centering Screws and 
Bolts—the modern method 
of reducing fastening costs. 


Price Lists on 


request 


py > 
INENTAL “<< 


SCREW COMPANY 


NEW BEDFORD, MASS. 





Warehouses at Chattanooga Tenn and Detroit, Mich 
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@ When you put a Roper 
Pump in a tough spot, how 
does it handle the job? Ina 
breeze! Takes it in stride, 
and produces in a big way! 


All pumps bearing the name 
Roper” are built with a minimum of working parts 
and more stamina than is necessary for the vast 
majority of jobs . . . but when that extra stamina 
needed, it’s there. 


Roper Pumps are smooth performers that operate 


with the lowest possible power consumption. Easy 
to install . . . easy to service. 


Write for Bulletin P-278 and prices 


GEO. D. ROPER CORP., ROCKFORD, ILLINOIS, U.S.A 





DEPENDABLE SINCE 1857 












































LIFT TRUCK 


No. A46 





HIS NEW SEMI-HYDRAULIC lift truck is designed for 
lifting pallets or skids with a clearance of only 2'/,”. A 
maximum load of 1,500 pounds may be lifted with a single stroke 
of the truck handle 
6” apart, and have a lowered height of 1'5/\.”._ Total lift is 1'/,”. 
Pulling the loaded truck is facilitated by the wide spaced 8” 
wheels in front. All wheels are fitted with Hyatt roller bearings 
/ with high-pressure lubrication fittings. The truck can also be 
supplied with a lowered height of 3'/,” for pallets with a 4” floor 
clearance. 


The forks are 24” long, 5'/2” across, spaced 


| Use coupon below 





IDLER ROLL No. A47 


ONSTRUCTED OF A STEEL tube shaft on which are 
C mounted a series of tough and resilient rubber discs, this 
idler is particularly adapted for use on the return side of a belt 
conveyor that handles abrasive, corrosive, damp or sticky 
material. The discs are spaced about 6” apart except at the 
ends, where the last two are about 3” apart, thus supporting the 
belt at only a few points instead of along its whole width. This 
feature, together with the slight deflection of the belt over the 
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11 West 42nd St. 
| New York, N. Y. 





Please send complete data on the New Products 
listed by number below: 
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NEW PRODUCTS & IDEAS 


discs at the point of contact, gives the idler an effective belt 
cleaning action. The idler itself is also self-cleaning as conveyed 
material cannot build up. Inside the steel tube are permanently. 
lubricated New Departure ball bearings in sealed design, pro- 
viding free turning action which with the light weight and good 
traction between belt and discs minimizes slippage and drag 
The assembly includes a stationary shaft and two mounting 
brackets, and can be supplied for use in any specified application 


Use coupon at left 


ELECTRIC 
FUEL PUMP 


No. A48 





FFXHREE RADICAL CHANGES in design are introduced in 

this long-life electric fuel pump that is applicable to pumping 
all liquid fuels or any other liquids: (1) tungsten points sealed in 
1 hydrogen gas-filled glass tube eliminate such common electric 
pump faults as pitting, sticking, burning of breaker points and 
spark gap; (2) pumping mechanism is featured by a friction-free 
irmature and the elimination of pistons and bellows as well as 
all rotating action, thus minimizing the wearing of parts; (3) due 
to distinctive construction that includes the separation of the 
pumping mechanism from the pumping chamber by a diaphragm 
that is unaffected by cold or any pumped liquid, foreign matter 
such as fuel, water, dirt, etc., can mever enter the operating 
mechanism. Other advantages claimed include: elimination of 
vapor lock; ignition switch operation giving a quick starting 
motor; maximum delivery to carburetor bowl of 15 gallons of 
fuel per hour; minimum fuel consumption governed by a slow 
speed electro-magnetic mechanism that operates in proportion 
to fuel consumed 


Use coupon at left 


TIRE VALVE 


No. A49 





C OMPLETELY ELIMINATING the necessity for processed- 
A bonding of the metal valve stem to the rubber case of the 
inner tube, this revolutionary type of capless tire valve features 
an entirely new principle of patented compression air seal with 
double air-lock and provides for quicker tire inflation. Simple 
in désign and construction, it consists of the usual rubber stem 
base to be cured into the inner tube, a simplified nickel core, and 
a highly polished nickel sleeve that mounts over the rubber 
valve stem and anchors automatically under the tire rim. This 
sleeve not only armors the valve stem but becomes the handy 
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utensil for quick and easy extraction of the valve core and for 
equally as quick and easy injection of a new valve core. The 
core itself has fewer parts than any other valve core on the 
market, consisting of a nickel body of high-tested tensile, rubber 

mounted air lock pin, stainless steel spring, and dirt-excluding 
spring retainer. The valve core makes its own comp ession ait 
seal in the valve stem or base while the nickel sleeve effects a 
tight shoulder lock on the nipple-end of the stem and accom- 
plishes the double lock. The new valve principle may be applied 
to tire valves of all types and sizes including those convertible 
and bendable. 


Use coupon page 60 


BALL 
BEARING 
PILLOW 
BLOCKS 





No. A50 


P NEW SERIES OF INEXPENSIVE light-duty ball 
A bearing pillow blocks specially adapted to domestic air 
conditioning equipment, fans, packaging and labeling machines, 
models, laboratory equipment, displays, etc., has been designed 
to make anti-friction efficiency practical for such light machine 
applications where the cost of ball bearings has heretofore been 
prohibitive. The pillow blocks consist of a specially designed 
single row bearing in a sturdy and neat die-cast housing. The 
ball bearing is assembled to provide for shaft deflection and 
misalignment up to 1°. Neoprene seals which are not affected 
by oil or grease are of a floating construction, eliminating fric- 
tion and increasing the life of both seals and bearing. Standard 
shaft sizes are 1/_”, 5/5”, 3/4”, 18/16”, 1”, 11/3”, and 13/15”. 


Use coupon page 60 


ARM 
GUARD 


No. A5l 





ADE OF METAL THROUGHOUT, with only a narrow 

band of soft leather at top and bottom, this arm protector 
eliminates the danger of skin infection and the large number of 
holes in the metal provides plenty of ventilation for hot weather 
comfort. Adjustable, it will fit snugly and comfortably on any 
size wrist and affords full protection. Another outstanding 
feature is the simple arrangement by which any pair of gloves 
may be attached to the arm protector. A slot is cut in the 
gauntlet of the glove and the strap buttoned through this slot 
and adjusted to hold the glove and protector properly. This 
holds the arm protector closely around the wrist at all times. 


Use coupon page 60 


Jury 1939 


SENTS EXPERIENCE 
L SPECIALIZATION 































BRIGHT FINISH 
UNCOATED - ELECTRO 
COATED IN NICKEL 
ZINC . COPPER . BRASS 

BRONZE AND TIN 


By specializing on manufacturers needs for better qi 
and greater economies, Thomas Steel has become one 
largest steel finishing plants in the United States. We are 
to furnish cold rolled strip steel to very definite specific 
of gauge . . width . . length . . edge . . temper and pl! 
properties. Thomastrip is available in a wide variety 


quality finishes. 


THE THOMAS STEEL COMPANY 


WARREN, OHIO 

















WHAT A DIFFERENCE 
this cholo)» TAPE makes! 


A BAD DELIVERY 
with ordinary tape 


A GOOD DELIVERY 
with ORANGE CORE 


* * * Like everything else, there is good 
gummed tape and cheap gummed tape. 
What you use may spell the difference 
between a good delivery and a bad one. 
You take no chances with Orange Core 
Sealing Tape. It is made of better quality 
kraft paper and gummed with quicker- 
moistening, quicker-setting glue. Yet it 
costs no more than ordinary tapes. You'll 
find it superior in every way! Write today 
for free folder on correct sealing methods. 


ORANGES UNE Sasteng Jase 


Moore & Thompson « Division Hudson Pulp & Paper Corp., 220 E. 42nd St., New York City 


re 


afl 
DO YOU USE STRESS PARTS? 
If so, consult Kropp's Drop Gorge Deni. 


Kropp makes hundreds of types of machine, equipment and automotive 
parts exposed to stresses for manufacturers everywhere. Our drop hammer 
men are experts. No matter how intricate, how small or how large, Kropp 
makes a better drop forging—l2 drop hammers, complete die shop and 
consultation service. 














Drop Forgings eliminate breakage of stressed parts, reduce replacement 
costs, and will enhance or protect the good name of your product. In 
many cases, they save over cast or fabricated parts. 


Write for Bulletin showing our complete steam hammer, drop and upset 
forging and machine facilities and name of our nearest representative. 


KROPP FORGE COMPANY 


America’s Largest Job Forging Shop 
5315 W. ROOSEVELT ROAD, CHICAGO, ILLINOIS 


Representatives in Principal Cities 
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RESPIRATOR 





No. A52 


Ye NEW RESPIRATOR, approved by the Bureau of 
Mines, gives the wearer protection against fumes of metals 
such as lead, mercury (except mercury vapor), manganese, mag 
nesium, aluminum, antimony, arsenic, copper, chromium, iron, 
cadmium, and zinc, resulting from the sublimation or conden 
sation of their vapor, or from chemical reactions between their 
vapors and gases. Of special importance is the protection 
afforded against the fumes generated by heating and volatilizing 
lead, stich as the fumes generated in lead burning and soldering, 
smelting, type founding, and fusing lead glaze and enamel 
The rubber face mask fits snugly under the chin and an air-tight 
contact is obtained with only a slight tension on the adjustable 
double elastic headband. Exhalation of used air through a 
properly placed exhaust valve is aided by twin inhalation valves 
in the mask interior The filters may be readily cleaned and all 


parts are economically replaceable 


l’se coupon page 60 


RECESSED- 
LAMP 


RECEPTACLE 





} 
} 
; 
he 


No. A53 


pre tapiien FOR USE WITH neon or argon glow lamps, 
this recessed-lamp receptacle greatly increases the utility 
of these lamps. The unit is streamlined to the lamp in such a 
way that the exposed portion of the lamp bulb has the appearance 
of a lens, which tends to lessen the likelihood of theft. Because 
of the protection afforded around the greatest circumference of 
the lamp, breakage is reduced and the lamps become practically 
impervious to damage for, as there is no filament, they are com 
pletely unaffected by vibration. The complete unit 1s made in 
two models, one for switch plate mounting, the other for single 
hole mounting ona panel. Each contains the standard approved 
screw base socket; thus, glow lamps of different wattages may 
be used as desired. Glow lamps in these new recessed receptacles 
are more adaptable than ever as exit lights and for other cus- 
tomary uses of these low-current consumption lamps (from 

to 3 watts). Available in the standard 115-volt rating, the 
l-watt lamps may also be obtained for use on 220 volts. In 
particular, the units are expected to find application for hospital 
signal systems, elevator systems, indicating location of fire pr« 


vention and other apparatus, and for visual paging systems 


U’se coupon page 60 
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RUBBER GLOVE 


No. A5t 


NEW DEVELOPMENT IN tthe rubber and _ synthetic 
A rubber glove field is the ‘‘Turn Cuff’’ glove which provides 
a bell-shaped gauntlet. This gauntlet makes the gloves easier 
to get on and off, and has a ridge which permits turning the 
glove to form an endless trough at the end of the gauntlet. This 
feature provides protection in that it prevents liquids from run- 
ning inside the glove and on to arms and clothing, thereby 
eliminating many cases of dermatitis, acid burns, etc. These 
gloves are available in various weights in 12” and 16” lengths, 


of both natural rubber and neoprene synthetic rubber. 


P Use coupon page 60 


PORTABLE 
FIRE 
APPARATUS 


No. A55 


NEW PORTABLE CARBON dioxide fire extinguisher has 
been announced which features a pistol-grip handle with 





trigger-control valve and _ self-locking horn. The finger-tip 
control and balanced one-hand operation provide for a highly 
efficient discharge of carbon dioxide without waste directly on a 
fire. The unit weighs but two pounds. 


Use coupon page 60 
HACKSAW 
BLADE 


No. A56 


ESIGNED TO MEET THE modern need for high speed 
and heavy duty production on hacksaw machines, this 








hacksaw blade has been engineered to incorporate recently 
approved technical improvements in design. The curved gullet 
gives a different shape to the teeth with added back strength, 
and the shavings produced are shaped similar to clock springs. 
This coiling of the shavings causes them to be ejected freely 
from the gullet, leaving it clear for the next stroke. The set 
permits a two way clearance—first, from the point to the base; 
and second, from the front to back of the tooth, thus permitting 
the point to cut freely without friction. The principle of this 
set, which is a twist as well as a bend, maintains a group of 
Square top teeth, increasing the ability of the saw to maintain a 
Straight cut. This blade is introduced in two tooth spacings: 
the No. 400 is recommended for rounds up to 5” inclusive or 
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FOR CHIPPING, RIVETING AND 
GRINDING OPERATIONS .. . 


Ger WILSON Style 


TAW11 GOGGLES 








Purchasing Agents, seeking a good all-around gogg| 
| for general industrial use, can specify Willson Styl 
| TAW11 Goggles with assurance. These Heavy Dut 

Composition Cup Type Goggles employ 50 mm. clea: 

Flat Super-Tough Lenses, affording unusual resistance 

to impact and complete freedom from eyestrain and 

headache. Willson Goggles, available in more t 

300 styles, are popular with workmen because the) 

comfortable. Write For Complete Catalog 
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GOGGLES 
RESPIRATORS 


TT ada asta: - HELMETS 











WELCOMED 





This Oakite Service Repres« 


helps many Mid-Western 
ing executives with their w 


MANY 
helps them make substan 
PURCHASING ings in their production an 


tenance cleaning operation 


EXECUTIVES For 6 years, his efforts 


devoted to industrial cleaning 
a result, his suggestions, ba 
specialized knowledge acqui! 
this broad experience, hav« 
valuable to many concerns 


7 Your nearby Oakite Service F 
sentative can give you const! 
ideas for improving your 
work. Write to have him 
no obligation. 


OAKITE PRODUCTS, INC., 54 Thames St., New York 


Representatives in All Principal Cities of the U.S 
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Needless Fatigue Ended 
in Holston Hosiery Mills 


The girls operating looping machines in photo above are seated at 
Pt ge wii ae ete Sag : hee 

the “height that’s right”’ for their job. Fatigue is reduced—time is 

saved—all are more comfortably seated on 


Automatic 
EVER- OLD Adjustable Chairs 


In addition to the 3rd Comfort feature—'‘‘height that’s 
right’’—each Ever-Hold Stool or Chair gives exceptional 
seat and back comfort No tools are needed Worker 
adjusts seat by simply lifting seat to desired height. Self 
locking Investigate the advantages these better stools 
and chairs offer for both shop and office Catalog and 
Prices sent on request. Write 





Chair B-1721 


sta hl . a 
Adjustable “LABORATORY = FURNITURE EXPERTS 
17 to 21 inches C. G. Campbell, Pres. and Gen. Mgr. 


5006 S. Center St., Adrian, Mich. 
Leaders in the Manufacture of Laboratory and Library Furnitare Since 1905 





| mber 
when you need Springs 
}of any kind—Smal] 


‘Forms—or Coig 
Spring Stee) _ 
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quivalent square stock; the No. 500 for rounds over 5” or 
quivalent square stock. It is essential for the best result 
that at least three teeth be engaged in the work at all times 


Use coupon page 60 


UNIT WORK 
CARRIERS 





No. A57 


NMONSTRUCTED OF ARC-WELDED square steel tubing 
C for light weight, these sectionalized work carriers are of 
standard dimensions and construction, yet so flexible in com- 
bination they may be used for interchangeable storage and 
handling almost any conceivable type of product, reducing costs, 
conserving space, preventing damage to parts, etc., during process, 
assembly, inter-department or inter-factory transit. The basic 

nit consists of a 3’ 3” X 9’ frame with an end frame 2’ 8” at 
me end, and is sufficiently strong to handle loads up to 3,000 
lbs [he other end of the base has a short upright at each 
orner, each post being open at the ends so that a removable 
end frame can be slipped in to form a symmetrical carrier. As 
both ends of each post are open, an end frame of any required 
height can be inserted against which may be stacked unusually 
long parts. A mobile unit which can be pushed around the shop 
by hand or hauled in “‘trains’’ by a factory truck is created by 
slipping removable casters in at the under end of each upright 
Floors and sides of either solid wood or metal may be fitted, 
providing a bin for small parts. Considerable space saving is 
effected by use of the carriers not only when used to deliver and 
receive parts at work stations in the factory, but especially when 
used for storage purposes, as the carriers can be stacked to ceiling 
height. Stacking is made possible by dowel plugs slipped in the 
top of each upright. Costly crating, bracing or shipping cartons 
1 duplicated handling is eliminated in inter-factory shipments 
of parts as the carriers can be loaded directly onto motor truck 
or freight car. Empty carriers occupy '/;th the space when 
loaded 


Use coupon page 60 


INSULATING 
TAPE 





No. A58 





A NEW SYNTHETIC thermoplastic resin in tape form 
A which is characterized by its ability to resist chemically 
ill of the cleaning, pickling, and plating solutions commonly used 
in electro-plating, is ideally suited for use as a coating for electro 
plating racks. This coating will also withstand abrasion and 
the mechanical and thermal shocks encountered in ordinary use 
without cracking or breaking, and its excellent dielectric proper 
ties provide perfect insulation. The tape is available in on 
pound rolls of a standard width, */,”, containing approximately 
250 feet of tape. Applied in the same manner as friction tape, 


PURCHASING 










































over 5” or 
est results, 
|l times. 





eel tubing 
iers are of 
le in com- 


forage and 
icing costs, 
ing process, 
The basic 
ne 2’ 8” at 
ip to 3,000 
ht at each 
removable 
arrier. As 
ly required 
| unusually 
id the shop 
created by 
th upright 
’ be fitted, 
e Saving is 
deliver and 
sially when 
d to ceiling 
»ped in the 
ing cartons 
shipments 
1otor truck 
pace when 








tape form 
chemically 
nonly used 
for electro- 
rasion and 
dinary use 
ric proper 
ble in one 
roximately 
ction tape, 


RCHASING 











it is wound spirally over the parts of the rack to be protected, 
with a '/s” toa '/,;” lap. After the tape has been applied, the 
rack is placed in an air oven for twenty minutes at a temperature 
of 230° to 250° F, where the thermoplastic resin seals into a 
After cooling, the rack can be 
As the surface of the coated 


single homogeneous coating 
placed into service immediately 
rack is smooth and glass-like after the sealing operation, it does 
not absorb or entrap solution, thus eliminating the danger of 
contaminating one bath by drag-in from another. Where the 
coating has been cut or broken through, a patch of the tape is 
applied and is sealed either in an oven or fanned with a torch to 
seal the edges. A small bottle of cement is furnished with each 
roll which can be used for cementing the patches. 
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TONG 


No. A59 





ESIGNED FOR USE AS A protection to a punch press 

operator by keeping his hands at a safe distance from the 
dies, small parts are handled into and out of a punch press by 
means of this new safety tong. It is made of cold rolled steel 
for light weight, and also permits the forming of special jaws 
for individual operations, or spot welding special jaws to the 
tong itself. 
at all times. 


A spring arrangement keeps the jaws open to receive 
The tong is designed with a curved handle on one 
side to fit the operator's palm and a closed circle on the other 


to fit the thumb. This gives the operator a normal grip and his 


hand cannot be pinched should the dies close on the gripping end 
The overall length is 9! 
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GAS 
WELDING 
FLUX 


No. A60 





FREE FLOWING FLUX for gas welding of aluminum 

and aluminum alloy shapes has been placed on the market 
and is packed in 15, 5, 2, 1, and '’, pound glass containers such 
as are shown in the illustration. These containers do not cor- 
rode as do metal containers, and they protect their contents at 
all times from moisture contained in the air, thus assuring an 
absolutely pure flux which will not cake or harden. The 15 Ib 
This flux 
is said to stay suspended longer than ordinary flux and is finely 
ground to give a smooth weld, saving the cost of dressing 


container is equipped with a handle for easy carrying. 


Use coupon page 60 
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AFETEX 


GUMMED 
TAPE 


Pull-tab opener in every roll. 
® 
Processed to make it pliable 
and non-curling. 
. 
Grooved glue surface for 


better moisture distribution. 
* 

No. 1 Northern Kraft only: 
* 

Highest grade glues for fast 


and permanent sealing. 


CENTRAL PAPER @G. 


MENASHA, WISCONSIN 
































for Salety 


Demand these 4 Features 





You Get Them 
in a Simplex Ball Bear- 
ing Screw Jack 


1. Self-leveling, drop forged, heat 
treated cap — floats on a 
chrome-molybdenum ball 
which reduces friction 88%— 
prevents jack from ‘‘creeping 
out’’ from under load. 


2. Heat-treated forged steel screw 
—modified acme machine cut 
threads—longer, more depend- 
able service. 


3. Peep hole in the side informs 
operator how far to extend the 
screw with safety. Eliminates 
measuring. 


4. Malleable iron base or housing, 


in all popular sizes, resists 
fracture and breakage. 





Simplex Screw Jacks are one of 
the 217 models of safer, sturdier, 
more efficient jacks in the com- 
plete Simplex ry ma- 
terials and workmanship in every 


a RT 


type and size, quality that has 
constantly improved for 40 years. 
Stocked by your supply house. 
TEMPLETON, KENLY & CO. 
Chicago, Ill, 
Better, Safer Jacks Since 1899 


SIMPLEX 


a pe 


GOLD MEDAL AWARD SAFETY JACKS 









ACCIDENT PREVENTION 











requt res 
} ' Partial list of 
SAFETY PRODUCTS 
D E P E N D A B L E @ Respirators 
@ Safety Goggles 
SAFETY @ Masks, Hoods 
@ Chemical Handling 
EQU p M F NT | @ Safety Clothing 
ws @ Safety Ladders 
Safety Equipment is bought for e eanoer panes 
one purpose... PROTECTION. @ First Aid 
Every safety device in the ex- @ Machine Guards 
tensive Pulmosan line is de- © Salt Tablets 
sane for one purpose .. . and Dispensers 
PROTECTION! No matter © Safety Signs 
what you need for personal or ee 
. @ Bulletin Boards 
plant protection, rely upon Pul- psa 
mosan to supply a dependable, @ Safety Tools 
proven device to safeguard the etc., ete. 
hazard. Consult us on any 





problem or product for safety. 


Pulmosan Safety Equip. Corp., @ WRITE FOR 
| Dept. P, 176 Johnson St., 


Brooklyn, N. Y. COMPLETE CATALOG 


“Everything 
for Industrial 
Safety” 











i 
BLACK CORE 
AA 
‘ 


Craftsmen in the art of paper making 
a for 58 years. Distributed by relia- 
ble paper merchants everywhere. 


- 
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CLEANING MATERIAL No. A6l 


A NEW MATERIAL SPECIALLY designed for cleaning 
L polished steel before plating has been developed which 
eliminates the necessity of degreasing, emulsifying solvents, 
mechanical scrubbing or hand wiping, thus increasing the cleaning 
cycle. Polishing compounds, grease, smut, oil, and dirt are re- 
moved in one operation. Several advantages are reported for the 
new material among which are included: brighter electroplate: 


improved plating coverage of intricately shaped articles; faster 


cleaning cycle; complete utilization of all throwing power in the 


plating bath; elimination of pits and pores in the electrodeposit 


and improved corrosion resistance, 


Use coupon page 60 


MITRE BOX 





No. A62 


A LIGHT METAL CUTTING mitre box for installers of 
le metal moldings and trim has a capacity of 2'/,” high 

wide and can be used in cutting aluminum or white metal, monel 
metal, brass, bronze, steel, stainless steel, wood, plastics, or any 
material that can be cut with a hack saw The box is all steel 
and has durable cast iron saw guides reinforced with steel. The 
saw guide posts are ground to fit into the saw guides and are a 


new “‘snap-on’’ type which permits removing the saw guide post 


so that the hack saw can be used independently of the box. <A 
hacksaw frame with a 12” X 32” tooth quality steel saw is fur- 
nished with the box Angles of 90° or less, right or left, can be 
cut and are obtained by a sliding front guide securely held in 
position by a clamp bolt and wing nut. Two wood filler blocks 
which are necessary to support the molding, are furnished with 
the box. Adjustable thumb screw clamps on each side of the 
box hold the work tightly The base, back and saw guides are 
lacquered blue; other parts are nickel plated 


U’se coupon page 60 





METAL 
MOLDING 











No. A63 





XNOLOR HAS NOW BEEN applied to a line of ‘‘snap-on” 
C metal moldings which are easily snapped on to a permanent 
track by a slight pressure of the fingers. Constructed of a zinc 
alloy in place of stainless steel, the molding is available at approxi- 
mately one half the cost of the initial stainless construction 
Che color is baked on and the moldings are available in red, green 
and blue Standard stock line includes plain and rippled pattern 
with bevel and tapered ends for flat surfaces, inside and outsid 


orners, rectangular, and half round construction 


Use coupon page 60 
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DIAMONDS 
WATCHES 
JEWELRY 

SILVERWARE 
ELECTRIC 
APPLIANCES 
LEATHER 
GOODS 


TROPHIES 


L. & C. MAYERS C0. 


MANUFACTURERS + DISTRIBUTORS 
AVENUE, NEW YORK 
NEW YORK 
ALBANY + HARTFORD 


IMPORTERS 
945 FIFTH 
170 BROADWAY, 

{LSO PHILADELPHIA + BUFFALO + 


ALUMINUM 
STAGE 








‘ 


NEW ALUMINUM STAGE, made in various lengths 
from 8 ft. to 25 ft. and widths from 12” to 


No. A64 


24 a has been 
developed for use in cleaning, painting, or repairing walls and 
ceilings, bridging across tanks, maintenance work in factories, 
building operations, and any place where it is necessary to sup 
port men working off ground level. The new aluminum stage 
is much stronger than a wood stage of equal specifications, is 
light, and will not rust, rot, or deteriorate in any way. The 
2 ft., yet weighs only 118 Ibs 
1,055 Ibs. 
facilitates the moving of the stages from place to place and the 
All parts of the 
Stage are completely bolted and riveted together, including the 


stage illustrated is 25 ft. x 
This light weight 


and is supporting a weight of 
danger of strain and rupture is greatly lessened 


wood covering. Because there are no nails to work out, there 


is no danger of men tripping and falling while using the stage 
Guard rail can be supplied for one or both sides 


Use coupon page 60 


CONSTANT-LEVEL OLLER 


No. A65 





erg tageres UNBREAKABLE reservoirs and adjustable 
oil level, this visible automatic constant level oiler auto 
matically maintains the proper level in ring or ball bearings, gear 
and pump housings, etc., reducing many of the dangers accom 


Panying old-fashioned hand oiling methods 


Juty 1939 


One filling of the 


| STRONGLY ADVISE 
RED STREAK SEALING TAPE 





@ It never pays to use inferior sealing tape! Saving of pennies is not 


enough compensation when one must contend with damage 


ciaims 


improper sealing and dissatisfied customers. Red Streak Sealing Taps 
with its quick-setting glue and strong Kraft, is the best medicine to 
speed up production and insure positive adhesion. Prescribe Red 
Streak for your shipping difficulties and relieve congestion 
shipping room. The cost is surprisingly low! 


The BROWN-BRIDGE MILLS 





WRITE FOR 
SAMPLES 


TRY IT - - then you'll 
know why Red Streak 
Sealing Tape is a better 
sealing tape for all pur- 
poses. 















(llr 
Ly 
“a TE RED STRE 


y 
SEALINSUEnESS TAPES 





Thirty-six branches manned by competent eng 
neers, located at strategic points throughout the 
United States, insure quick and efficient servi 


on all major lines — 
* * * 


Diesel Engines from 10 to 


1400 horsepower. 
* * * 


Pumps from 


150,000 g.p.m. 





Xa 


1% g.p.m. to 


FAIRBANKS, MORSE & CO 


Manufacturers : 
GENERAL OFFICES cf 


Motors from % to 
horsepower. 

* * * 
Scales that weigh a 
from .002 0z.to 1,000, 


7 


600 South Michigan Avenue, Chicago, Til)” 





















































Maximum floor protection, and 








increased efficiency make Dar- 
nell Casters and Wheels the 
choice of purchasing agents 














who judge savings value on 


QUALITY and SERVICE. 





















192 Page Darnell 
DARNELL CORPORATION, LTD. Caster & Wheel 


BOX 4027- STA. B, LONG BEACH, CALIFORNIA MAN UAL 
6 N. CLINTON ST... CHICACO 24 E. 22nd ST.. N.Y 
DARNELL CORP. OF CANADA. LTD... TORONTO. CANADA 

















BARNES 








| aK 
oar 


Barnes Band Saw Blades are hard-edged 
for fast, accurate cutting and long life. 
There’s a Barnes distributor near you! 


W.0O. BARNES CO., INC. Detroit, Mich. 





































ARIDGE 


iS PREFERRED 
The Claridge is the only hotel in St. Louis with 


tub, shower and circulating ice water in every 
room. A superior hotel offering splendid ac- 
commodations at ordinary hotel rates. . .Two 
and one-half blocks from Union Station, con- 
venient to all points of interest. ..The Marine 
Dining Room —finest in town. 













FREE 


350 ROOMS FROM $2. °A%KING 


TUB, SHOWER AND RUNNING ICE WATER 


LOCUST AT EIGHTEENTH 
i 
ST.LOUIS 


MISSOURI 


























crystal-clear reservoir is sufficient to lubricate the bearing three 





months or longer without attention. The re-enforcing ribs of 
the reservoir give added strength and facilitate handling. It is 
attached to the lower casting by the threaded spout, making it 
easily removable for cleaning and refilling. Made in 1, 2, 4, 
ind 8 ounce capacities with all bottles interchangeable, there 
are two styles: for standard surge and high surge levels having 
side outlets only, and also side and bottom outlets for bottom 
connection or for draining purposes 


Use coupon page 60 


STRAPPING 
TOOL 


No. A66 





TRAPPING IS REDUCED to a five-second job with this 
~ new tool designed to strap shipping containers quickly and 
securely. The tool is equipped with an automatic seal feed and 
positive spring feed holds the seals in any position. The maga- 
zine is loaded with a clip of 100 seals, available in three sizes 
for 1/4”, 3/s”, and !/.” strapping. The simple operation of the 
tool consists of feeding the strapping into the tool, a few quick 
pulls of a tension lever tightening the strapping. A second lever 
is pushed forward cutting the strapping and automatically sealing 
it The complete operation requires but two motions 


Use coupon page 60 


OSCILLATING 
GRANULATOR 





No. A67 


po OSCILLATING GRANULATOR shown has _ wide 
adaptability for granulating chemicals, foods, pharmaceu- 
ticals, waxes and many other preparations. It is of the automatic 
screen type and is used for granulating dried crystal masses, 
processing filter-press cake both before and after drying, breaking 
down materials caked in storage, preparing wet mixtures for 
drying, breaking up compressed slugs for debulking operations, 
and for a variety of similar operations. It is a continuous pro 
duction machine with high output, up to 2,000 lbs. per hour, 
compact, with built-in motor, heavy welded construction, large 
bearings, smooth and quiet in operation. Machines are available 


in several sizes and built of special metals 


Use coupon page 60 
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Specify MONGOL The BG aon. * 
PENCILS for OUTLOOK ENVELOPES 


office economy ESTABLISHED 1902: 
GLASSINE or CELLULOSE TRANSPARENCY 


GUA RAN TEED A Size and Style for EVERY WARASE 


NOT TO BREAK Write for amples ee ss 
IN NORMAL USE and Prices \ Tho 


OUTLOOK ENVELOPE CO. 


1001 W. WASHINGTON BLVD., CHICAGO, ILL. 






















send for catalog 


EBERHARD FABER 


37 Greenpoint Ave., Brooklyn, N. Y. 

















IFILMGRAPH 
KOH-I-NOOR DRAWING PENCILS ~ entirely new and different recording oo 


‘or office dictation and for recording confer- 








ACE No. 102 

















ti t rdi PERMA- 

Now made In U.S. A. NENTLY on film ‘solea eomeabeaale 25 

10¢ each $1.00 per dozen cents per hour CAN be amplified through loud 

. speakers. For details— 
‘Koh-l-Noor Pencil Company, Inc. 1g. sMILES REPRODUCER CO. INC. 
Nd adwa 
373 Fourth Ave, New York, N. Y. “ piven 
ARE WE ON YOUR TRINER 
LIST OF SUPPLIERS 

for Shipping Room, Parcel Post, Mail, Packing, Count- 
Loose-Leat ing, Storeroom, Production, Food Products, Industrial 


D | ey. aS 
and FORMS? 
Send for Complete Catalog Over 150,000 TRINER 
THE C. E. SHEPPARD CO. BK 4 ierces 








4401 24st Street Designed for extraordinary weighi ts 
Long Island City, N. Y. —write today for literature and ‘details 
pt ie, TRINER SALES CO. 
Cesee 1441 Merchandise Mart, Chicago, Illinois 





DISTRIBUTORS IN ALL PRINCIPAL CITIES 











Jers 


“THE STANDARD OF COMPARISON 


STAPLING MACHINES 


The Choice of Discriminating 
Buyers all over the World 


ustrated A precision machine of unusual ruggedness. 
solutely foolproof and self-clearing. Guaranteed for life with use 






IN QUALITY 
IN SALES 


nuine ACE or PILOT Staples 
Ais 0 smaller models — Tackers — Stapling Pliers 6° 
Long-reach and Heavy-duty Staplers. 

MADE ACE FASTENER CORPORATION. CHICAGO 


East of Rechres 





SOLD BY “ALL GOOD OFFICE SUPPLY DEALERS 








Greater Wear. . 


NON-STICK 


An Entirely New and 
Different Pen and 


Penci 


CARBON PAPER 


Will not stick, ‘ 
blue. Outstanding advantage 
. Clearer impressior 


‘tack,’’ smudge 


. - Deeper, more brilliant colo 


Blue and Purple. 
COLUMBIA RIBBON & CARBON MFG. CO., INC 


Maio Office and Factory: Glen Cove, L. 1. N. 

















Rochester Plans Purchasing Course In a preliminary statement regarding the p 


After a lapse of several years, arrangements have 
been completed by the Rochester Purchasing Agents 
Association to sponsor a course in purchasing during 
the fall session of the University of Rochester, Division 
of Extension Teaching. The course will be held on 
Tuesday evenings, starting October 17th and continu- 
ing for fifteen weeks. 

The course will be conducted by Wilson B. Wight, of 
the purchasing department of Bausch & Lomb Optical 
Co. Mr. Wight, besides his practical and successful 


subject. 


and outline of the course, Mr. Wight says 

“The purpose of this course is to promote the 
opment of higher standards of efficiency in the per! 
mance of the purchasing function, 
medium for the exchange of practical thoughts « 


and to pro\ 


“The course will include a general study 
meaning of the purchasing function, its place in a 
ness organization, and the organization and pr 
of the modern purchasing department. 


work in purchasing, is a graduate of the Harvard School ‘Throughout the course, attention will be giv: 

of Business Administration, and has had previous ex- the determination of policy on such controversial 

perience as an instructor in this field. as the Small Orders Problem, Personal Purcl 
Enrollment in the course will be limited to a maxi- Speculation, the ‘Buy-at-Home’ Doctrine, Recip: 

mum of forty students, but will not be restricted to Buyer-S@ller Relationships, and Commercial B: 

members of the purchasing agent group. Like other A represéntative enrollment has been assur 

p § agi group p 
courses offered by the University, it will be open to men some twenty prospective students’ names have a! 
) p y prosp 
and women. been submitted through the Association. 
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DIAL SCALES | 
for industry's every need 
mKROR © 











SAVE Up To $69.75 


a TYPEWRITER 


with my Amazing Plan! 








Easy Terms 
FREE TRIAL 


YOU CAN SAVE MONEY TOO! 


on Mimeographs, Addressographs, Dictaphones, Etc. 


THIS PLAN HAS SAVED PEOPLE 
OVER $1,000,000 ON OFFICE 
MACHINES OF ALL KINDS 


Here is an amazing plan that will save you up 
to $69.75 on a typewriter over manufacturer’s 
original price. Plan used by some of the largest 
firms in the country. You can save money too. 
Send name and model of machine wanted. De- 
tails of plan and amount of money you can save 
will be sent you FREE by return mail. Write 
TODAY WITHOUT OBLIGATION. PRUITT, 
46 PRUITT BLDG., CHICAGO. 


WRITE for DETAILS 








How Thomas’ Register 
Serves American Industry 


pe over a quarter of a century purchasing 
agents of every industry in the United States 
have used Thomas’ Register as a guide to sources 
for supplies and materials. The completeness and 





accuracy of the classifications have enabled them to 
receive information on all products which they use, 
and have made possible considerable savings for 
them on their purchases. The geographical arrange- 
ment of all lists, and the capital ratings for each 
company, (both exclusive Thomas’ Register fea- 
tures), make Thomas’ Register the most complete 
Directory of American Manufacturers ever published. 


Is Your Company Using 
Thomas’ Register ? 


. your company is not receiving the benefits of Thomas’ 
Register service, we will be glad to place a copy at your 
disposal for thirty days free trial, without obligation of 
course. Send today for details of oiir free trial offer. 


Thomas Publishing Company 


473 Eighth Avenue NEW YORK, N. Y. 
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Marketing Jute and Burlap 
(Continued from page 25) 





partments which operate independently of each other, 
Thus if a cable order is received by the buying de- 
partment for burlap cloth, it may secure the goods 
either from the firm’s own selling department or from 
that of another concern, whichever gives the best price. 

There are in New York numerous reliable brokers and 
representatives of Calcutta mills through whom the 
American buyer can keep informed on market conditions 
and through whom he can make purchases for his mill 
There is no particular season of the year when buying 
burlap is more advantageous than another. There are 
of course times when it is better to buy in the primary 
Calcutta market, and at other times when stocks in 
New York are large it may be better to buy spot at 
that point. Orit may be advantageous to buy “‘afloat.” 
The reliable broker or representative is in a position to 
keep his client advised in these respects. 

Burlap is marketed in Calcutta principally in three 
groups of qualities, A/B, C, and D. The different mill 
makes have been allotted within these groups according 
Contracts 
may be made for spot or future positions through burlap 


to the trade idea of their relative excellence. 


brokers for quantities of either group, and deliveries 
will be made irrespective of the actual manufacturer, 
unless the contract stipulates otherwise. A contract 
calling for delivery of a certain number of the A/B 
group may have passed through many hands between 
the manufacturer and the final purchaser. 

Some manufacturers of burlap buy for as much as 18 
months ahead when they believe that prices are ad- 
vantageous, but in such cases it is necessary to be sure 
that responsible people are being dealt with, who are 
large and strong enough financially to guarantee de- 


livery of goods when needed. 


Kirkman Back in Purchasing 

WALTER N. KIRKMAN has been appointed by Gover- 
nor Herbert R. O’Connor to head the newly created 
Department of Budget and Procurement for the State 
of Maryland. Mr. Kirkman has an _ outstanding 
record of service to his state, extending over a period 
of more than 20 years. His primary interest has been 
in the Department of Health, of which he has been 


secretary for many years. He was drafted by Governor 





Ritchie in 1921 to become State Purchasing Agent and 
Budget Officer, and served in that capacity for fourteen 
years, throughout Governor Ritchie’s term of office. 
He is a past president of the N.A.P.A., chairman of 
the N.A.P.A. Committee on Governmental Purchas- 
ing, ad was awarded the Shipman Medal in 1935 for 
his outstanding contributions and leadership in put- 
chasing. Commenting on the appointment, Governot 
O’Connor stated, “‘The State is fortunate to have 4 
man like Mr. Kirkman willing to undertake this vastly 
important job—a job in which, it is safe to say, he 
will save the State of Maryland many thousands of 
dollars each year.’ 
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